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When You Order 


your supply of garage hardware don’t neglect to include the NATIONAL 
No. 810 Garage Door Holder. It holds the doors securely open and pre- 
vents them from damaging the car when entering or leaving the garage. 
No private garage in which the doors are constructed to swing on hinges 
should be without this device and the opportunity_to sell a pair presents 
itself with each sale of garage hardware you make. 


This holder is made of heavy gauge steel with a rigid U-shaped steel arm 
32 inches long. As the door is pushed open the arm slides thru the em- 
bossed catch-plate and drops in two notches in the end of the arm. A 
light pull on the safety chain operates the trip bar and releases the holder. 
Made in five finishes and packed one pair in a package with full directions 
for attaching. 

Catalog and Price on Request. 


NATIONAL MANUFACTURING COMPANY 


STERLING, ILLINOIS 
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Anticipation of the Wants of the Anglers Will Serve 
to Add to the Profits of the Hardware Merchant 


the fishermen the country 
over will begin to get out 
their tackle and will inspect it in 
order to see if anything is needed 


(‘ike a few weeks more and 


for the fishing season. This being 
the case it is up to the hardware 
merchant to anticipate the con- 


This is the way in which 


sumer demand and to begin to lay 
his plans for turning some of these 
rod and reel enthusiasts into the 
doors of his establishment. 

This calls to mind an interesting 
interview we had some little time 
ago on the subject of fishing in the 
city of Syracuse, N. Y., with 


Charles Kilner, display expert with 
Burhans & Black and designer of 
one of the window displays of fish- 
ing tackle shown herewith. 

“Exactly what does the customer 
want when he buys fishing tackle 
or sporting goods?” we asked of 
Mr. Kilner. 


Burhans 4 Black, Syracuse, N. Y., create a demand for fishing tackle 
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“Simplicity and comfort,’ 
the prompt reply. 

“Can you tell me for the benefit 
of thousands of other window trim- 
mers how you handle your displays 
in order to sell this line of goods? 
What is your science or sleight-of- 
hand anyhow?” We knew that there 
must be some cunning in the hand 
that had trimmed Burhans & Black’s 
windows for more than a quarter 
of a century that would be interest- 
ing to other members of the display 
profession. 

Mr. Kilner laughed quietly. “To 
tell the truth I haven’t any window 
trimming secret. I’ve done it so 
long that perhaps I have gained 
sort of a knack for displaying goods 
that are seasonable.” 


was 
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fore he saw it all. Give him the 
best and give it to him quickly. 
Rods and reels, plugs and _ flies, 
baskets and boots, waders and nets, 
just show enough to suggest your 
variety. 

In other words, don’t keep the 
fisherman standing there until 
weariness overcomes his interest. 
Show him a neat and refreshing 
window that is not crowded and ap- 
pears symmetrical, and he will feel 
instinctively the selling lure of 
your display. 

“T’ve heard it said,” we suggested, 
“that these many colored wooden 
plugs that you call bass and trout 
and pike and pickerel and musky 
lures, are really more to draw the 
money from a man’s pocket than 


The Jos. L. Guernsey Hardware Co. of Orlando, Fla., carries a stock that 


serves to satisfy the most critical of fishermen, 
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get a fisherman’s money as the fina] 
end of the sale for the dealer. Give 
him conscientious attention and try 
to give him the proper tackle with 
which to get the fish he is after, 
Encourage him to come and tell you 
of his success. Pretty soon the 
salesmen will have a nice bunch of 
true “fish stories” to pass around, 
There is no place where the “human 
interest touch” comes to the front 
in helping the sale as much as in 
the case of fishing tackle. Keep in 
mind you are helping your cus- 
tomers eatch fish in addition to 
catching dollars yourself. 
Burhans & Black keep an auto 
trailer set up on the floor of the 
salesroom in the retail department 
where you-can see the beds, the 


Note the way in which 





atmosphere has been created by the use of mounted denizéns of lake and stream 


“But what do you mean by sim- 
plicity and comfort?” 

Then we got down to “brass 
tacks” as they say. In the warmer 
months the Burhans & Black win- 
dows are suggestively cool and re- 
freshing. The porch swings, the 
camp outfits, the fishing tackle, the 
pack baskets, the auto kits; all 
these suggest comfort or simplicity 
and serve to put the onlooker in a 
buying mood. 

Bearing the idea of comfort in 
mind it isn’t so hard to trim any 
window so that it will sell spring 
and summer goods. And simplicity. 
How does that help deck a window 
that will sell summer goods? It 
does it by suggesting ease and lack 
of haste. 

This also applies to fishing tackle. 
If all the different kinds of lure 
should be displayed the disciple of 
Izaak Walton would likely tire be- 


to draw the fish from their watery 
homes.” 

“Well, I know that some people 
think that some of these prettily 
colored things are mainly for the 
purpose of taking the sportsman’s 
eye. I’ve heard that. But it’s 
poppycock because we keep an eye 
on our stuff and on the reports the 
fellows bring in. Then we get out 
and try the lures ourselves and we 
know they are good. We can truth- 
fully say that and we advise our 
customers on the leaders, swivels, 
reels, and lines, and rods to use.” 

Burhans & Black has what might 
be called a store laboratory where 
articles are tested before they go 
out into the retail department, and 
fishing tackle is no exception to the 
rule. 

Give Real Service 

And here let me sound a warning 

I was given: Don’t sell tackle to 


gas stove and the other parts of the 
outfit just as they are to be used 
in the field. 

That is the way in which one 
hardware store does it. Now let us 
turn to the South to the store of the 
Senour Hardware Co., located at 
Tampa, Fla. Fishing is a popular 
pastime in the locality in which this 
store is located and the firm has nat- 
urally capitalized this to its own ad- 
vantage. People who come to Tampa 
no longer spend time in accumulating 
a fishing outfit in advance for they 
know that their needs will be taken 
care of when they reach their des- 
tination. The store is fishing head- 
quarters for the district and car- 
ries a complete line of quality mer- 
chandise. The window display 
shown herewith proves that point 
conclusively. 

One of the good things about 
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Above is a display of fishing tackle as featured by the Senour Hardware Co., Tampa, Fla. 
Flies and spoons are shown in profusion against a background suggestive of the woodlands. The 
illustration below shows a fishing window of the E. H. Carpenter Lumber Co., Tripp, 8. D. Not 
only is there an abundance of fishing equipment shown, but real fish are to be seen swimming in the 
trough at the back of the display. These are the kind of window displays that interest the fisher- > 
men. There’s nothing prosaic, or cut and dried in them. They not only display but suggest 
purchas.s and they made sales for their respective stores which served to prove their worth 
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selling fishing tackle is the fact that 
few anglers possess all of the equip- 
ment they desire. The fisherman is 
always a red hot prospect for flies, 
nets, rods, lines and the many other 
items which serve to add to the 
size of his catch. The more ardent 
he is in the pursuit of his pastime 
the more equipment he needs. He 
is always a live prospect. 

Let us travel still further west- 
ward until we arrive at Tripp, S. D. 
Here we find the establishment of 
the F. H. Carpenter Lumber Co. 
The accompanying illustration 
shows how this enterprising firm 
appeals to the fisherman. This dis- 
play actually shows the object of 
the angler’s search for the long 
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trough that is featured in this win- 
dow is filled with water in which 
a number of fish are swimming. The 
display of rods, reels, flies and other 
forms of fishing tackle is of an ex- 
ceptional nature and has an appeal 
to fishermen of all ages. This win- 
dow was exceedingly successful in 
the number of sales it created for 
the store, according to a letter re- 
ceived from the firm. 

Swinging diagonally southeast we 
again reach Florida, the land of 
summer, and eventually come to 
Orlando. Here we find the Jos. L. 
Guernsey Hardware Co. This store 
goes in heavily for sporting goods 
of all kinds and concentrates its ef- 
forts, particularly on fishing equip- 








ment. Situated as it is it is a center 
for fishermen. The illustration shown 
herewith gives one an idea of the 
equipment carried. Rods, reels, 
landing nets, bait, flies, fish spears 
and many other articles are shown, 
The great fish hanging from the 
ceiling is the object of envy of every 
angler who enters the store, while 
throughout the store are to be found 
smaller fish which have been 
mounted and displayed prominently, 
All in all this firm’s sporting goods 
department embodies a perpetual 
invitation to the devotees of rod 
and reel to stop, look and purchase. 
And they do it, too, according to the 
reports emanating from the Jos. L. 
Guernsey Hardware Co. 


The Business of Looking for a New Job 


Some Pertinent Suggestions to the Man Who Is En- 
deavoring to Better Himself by Changing His Position 


OW that business is showing 

signs of life again, there are 
undoubtedly some hardware sales- 
men who are considering new po- 
sitions, and a few remarks on this 
subject might be pertinent. 

When a man answers an adver- 
tisement for an employee, he is us- 
ually requested to give a full or fair- 
ly good history of his business ex- 
perience, his age, family relations, 
habits, and also some references. 
The firm receiving the application 
looks it over, possibly investigates, 
and perhaps the employee receives 
an answer. Very often he does not. 
For this reason I believe it a good 
policy for the man answering the 
advertisement not to write all he 
knows in the first letter; instead, to 
make his answer interesting enough 
so that the advertiser will want to 
know more about him. In other 
words, make it interesting enough 
to warrant a reply. This will bring 
the advertiser out in the open so 
that the employee will know who 
he is and will serve to put them on 
an equal basis. 

The point I have in mind is that 
it is just as important for an em- 
ployee to investigate the firm that 
wants to employ him as it is for 
them to investigate a possible em- 
ployee. So many changes are made 
that do not prove satisfactory be- 
cause this is not done. The follow- 
ing questions should be given care- 
ful attention: 

What is the reputation of the 
firm? 


By AN EMPLOYEE 





Epitor’s Nore:—This article was 
written by a retail hardware clerk in 
a@ small city in New Mezico. It con- 
tains some very good pointers for em- 
ployees who are planning on changing 
their position. Except for a_ few 
unimportant changes, the article is 
published exactly as written. 





How much interest do they take 
in their employees? 

Would working conditions com- 
pare favorably to those where you 
are now employed? 

What is the size of the town? 

If small, and you live in a larger 
city, would you be satisfied with the 
entertainment offered —you know 
all work and no play makes Jack a 
dull boy. Changing from a small 
town to a larger city often means 
accepting a position of a minor na- 
ture. If you are working in a small 
hardware store where you sell goods 
in every department you will prob- 
ably learn more than you could in 
a larger store where you would be 
placed in one department only. 

How are the living conditions? 

Can you obtain a suitable house 
or room and board at reasonable 
prices? , 

How aggressive is the firm com- 
pared with the other merchants in 
town? 

If a contract is offered, would it 
not be good policy to have a clause 
inserted “that this contract be null 
and void if after a given time, say 
90 days, either party be dissat- 
isfied”’? 


Personally, I would rather not. 
have a contract. A good many firms 
now offer salary and bonus. This 
has its merits, for if you are ag- 
gressive and really know hardware 
(which many of us claim, and few 
can prove) you can easily earn more 
than you expect. However, see 
if the bonus offer is fair, not one 
with a lot of “ifs” in it. Here is 
just one illustration: 

A certain firm offered stock to 
some of the older employees. Each 
man was sold a certain amount of 
stock, which he was expected to pay 
for. He was charged 6 per cent 
interest for the money, and all 
earnings of the stock above 6 per 
cent were credited against the pay- 
ment of the same. This stock had 
no voting power, and the buyer was 


- obliged to sign a proxy to some cer- 


tain stockholder selected by the of- 
ficers. It being a closed corpora- 
tion, the employee was obliged to 
turn over his stock at market, not 
par, value as set by the officers. The 
employee had no opportunity to as- 
certain what it really was worth. 
This amounted to just a good bait 
and nothing else. ; 

In closing I want to impress this 
one idea on the employee desiring 
to change his position. Upon leav- 
ing your present place remember 
that you might need a friend some 
time. Don’t quit at a moment’s no- 
tice. Stay as long as you can and 
try and leave the feeling back of 
you that you did your duty up to 
the very last minute. 
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Novel and Attractive Effects in Show-Cards and 





Price Tickets May Be Obtained by the Use 
of Various Kinds of Wall-Paper 


ALL-PAPER is more easily 
procured in some towns 
than cardboard, and the 

writer can think of no better 
substitute to take the place of 
cardboard in the making of show- 
cards. 

A new idea or something different 
is what counts in show-card writing. 
Even old ideas re-hashed are much 
better than following along a beat- 
en path without a change. 

There is real art in wall-paper 
backgrounds and I-can think of no 
better alphabet that will harmonize 
and blend in with such a back- 
ground than -the modern. poster 
type shown herewith. 


The Poster Alphabet 


This poster alphabet is particu- 
larly easy for beginners to learn, 
as there is no set rule laid down 





By JOSEPH BERTRAM JOWITT 


as to the exact width, height or 
length of any one letter. The read- 
er will see by studying the accom- 
panying alphabet plate that the let- 
ter “A” and many others may be 
constructed in several different 
ways. The student may also im- 
provise and in his own way improve 
on the design or style of any one 
letter. This type comes in very 
handy where considerable wording 
or data is required in a given space, 
as it may be condensed or extended 
to suit the existing need. 

The beginner should bear in mind 
that this poster type borders on 
the extreme in lettering and that 
he has the privilege of extending 
to any length or condensing to any 
width any letter he chooses pro- 
viding of course that the space per- 
mits. 

Round letters, such as C, D, G, O, 


Q, and S, should occupy more space 
than any other letters. 

The beginner should first become 
familiar with the practice strokes 
shown at the bottom of plate. These 
strokes embrace all the basic strokes 
of the entire alphabet. The capital 
letters lined up by themselves do 
not look half as artistic as when 
used in connection with the lower- 
case letters. 


Mastering Show-Card Writing 


While the knack of learning show- 
card writing is positively within the 
reach of the average hardware 
salesman, the beginner cannot rea- 
sonably expect to master this im- 
portant business aid in three or four 
attempts. The writer knows through 
personal contact with students that 
some acquire the knack more readily 
than others. This, however, is not 
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on account of their having any in- 
born artistic ability, but is due 
rather to their foresight and will- 
ingness to practice systematically 
and persistently. HARDWARE AGE 
is always glad to answer any ques- 
tions its readers may want to ask 
pertaining to show-card writing. 
Letters addressed to HARDWARE AGE 
Show-Card Writing “Question Box” 
will receive a prompt reply. 

The design or formation of these 
poster letters was originally taken 
from the French Roman letters, a 
style which is known for its delicate 
thick-and-thin strokes. While it is 
a mongrel extraction, it is, never- 
theless, artistic and graceful and is 
extremely easy for the beginner to 
practice on. 


Wall-Paper Good 


Of course, in reproducing these 
show-cards much of the fine detail 
of the wall-paper pattern as‘well as 
the color scheme is lost, but the 
reader will no doubt be able to get 
a general idea from these illustra- 
tions. 

Wall-paper has a very pleasing 
surface for lettering, as the ink 
dries quickly on it and the brush is 
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not so apt to slip as it sometimes 
does when lettering on highly glazed 
bristol cardboard. 

The scheme is to procure a pic- 
ture frame (without glass) of any 
regular stock size desired. Take the 
cover or bottom of a heavy paste- 
board box, or better still, cut a piece 
of compo or beaver board to fit the 
inside measurement of the frame. 
The wall-paper is then pasted on 
both sides of board, which gives a 
double service show-card, as both 
sides may be lettered featuring 
different merchandise. A_ show- 
ecard of this kind will be found to 
be extremely serviceable, as it may 
be used several times by re-pasting 
new wall-paper over the old and by 
pasting both sides so that the board 
will not warp. Of course the frame 
is not absolutely necessary, but it 
greatly enhances the appearance of 
the show-card, prevents the edges 
from becoming bent or broken and 
also prevents the card from becom- 
ing soiled. The card may be held 
firmly in place with a few tacks or 
pins. 

Rules for Pasting 


Pasting the wall-paper on the 
card is a very simple process; for 
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those who do not know just how to 
go about it the following instruc- 
tions may be of use: 

First of all, when pasting do not 
use too small a brush. The surface 
must be covered quickly, otherwise 
the paste will dry in uneven spots, 
causing air bubbles and making the 
surface rough and uneven. The 
best and quickest way is to apply 
the paste to the cardboard instead 
of on the back of the wall-paper. 
As soon as the surface is thoroughly 
coated with paste, apply the wall-pa- 
per immediately and smooth out any 
wrinkles or air bubbles with the 
palm of the hand after first placing a 
piece of card or paper over all so 
as not to rub off or mar any of the 
pattern of the wall-paper. Then set 
aside to dry thoroughly before let- 
tering. It is a good plan to place 
some books or heavy weight of some 
kind over it in order to insure per- 
fect adhesiveness. Both sides of 
the card may be pasted at the same 
time before setting aside to dry. 


Easy to Procure 


Wall-paper is an easy-thing to 
procure. The writer uses old dis- 
carded sample books or remnants of 
rolls. The rich colorings in floral 
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Lower Case Letters” 
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Single-stroke Roman poster letters are particularly effective for use in the making of show-cards. 
illustration shows in detail the various letters and the strokes used in making them 
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designs and two-tone effects which 
may now be had in wall-papers far 
surpass many of the most expensive 
ripple mat board cards and in com- 
parison the price is very low. It is 
a good idea to make the small cards 
or price tickets with the same color 
scheme, but it will not be necessary 
to paste both sides in this case. 


Ludlum Heads Westchester © 
Hardware Association 


William Ludlum, Mt. Vernon, N. Y., 
whose hardware verses have frequently 
appeared in HARDWARE AGE, was unan- 
imously elected president of the West- 
chester County Hardware Dealers’ As- 
sociation at the annual banquet, held 
at Gramatin Inn, Bronxville, N. Y., 
March 16. Mr. Ludlum in a few re- 
marks following his election urged 
more aggressive selling campaign on 
the part of the Westchester dealers, 
and stressed the importance of more 
concentrated effort for increasing turn- 
over. 

One of the features of the West- 
chester banquet was a pamphlet given 
to each guest by George Howard, Inc., 
Mt. Vernon, N. Y., -bearing reprints 
from articles on re-hardwaring that 
have appeared recently in HARDWARE 
Ace. Mr. Ludlum’s verse entitled “Re- 
Hardware” was also reprinted in this 
pamphlet. 

Harry Armstrong, author of “Sweet 
Adeline,” was the song leader of the 
evining. R. J. Cornell of Brooklyn told 
a number of stories and anecdotes: R. 
J, Atkinson, first vice-president of the 
New York State Retail Hardware Asso- 
ciation, spoke on the advantages to be 
derived from association work, and eu- 
logized H. P. Sheets, secretary of the 
National Association for the work he 
has done at Washington, D. C. 
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First ascertain how many price 
cards you require. Then mark off 
the size of tickets on the back of 
a large card so that you can make 
them the proper size. 

Any of the regular prepared 
pastes will prove satisfactory. 
Home-made flour paste will answer 
just as well if mixed rather thick 


Edward Meyer, manager of the Rus- 
sell & Erwin Mfg. Co., also spoke on 
the growth of association spirit, and 
stated that business owes the hardware 
associations an incalculable debt of 
gratitude for raising the morale of the 
merchant and the ethics of merchan- 
dising. 

E. B. Seeley, Bronson & Townsend 
Co., New Haven, stated that a more 
optimistic tone is observable in busi- 
ness, and that improvement is being 
made every day. 

The newly elected officers are: Wm. 
Ludlum, Mt. Vernon, president; John 
McLean Robinson, Larchmont, vice- 
president; J. H. Kruger, White Plains, 
secretary; S. L. Riley, Tuckahoe, treas- 
urer. A. M. Bedford, New Rochelle, 
chairman of the nominating committee, 
read the report. 


Death of Charles H. Bolles 


Charles H. Bolles, Charlestown, Bos- 
ton, recently died at the age of ninety 
years. Mr. Bolles was born in Hart- 
ford, Conn., in 18381. He learned the 
hardware business in Springfield, Mass., 
and went to Boston in 1861, where he 
engaged in the wholesale hardware 
business, becoming a member of the 
firm of Benjamin Callender & Co., 
afterward succeeding this concern and 
becoming the Bolles & White Co. He 
retired from active business fifteen 
years ago. 


Another striking wall paper show-card. 
At the left we see the effective result of 
using white letters on a dark background 


in cold water with all of the lumps 
thoroughly beaten out. 

It is well to remember that lead 
pencil lines should be drawn very 
faintly, as they are sometimes dif- 
ficult to erase without defacing the 
wall-paper pattern. If charcoal or 
chalk is used it may be brushed off 
with a piece of cloth. 


George W. Hackett Passes Away 

George W. Hackett, retired hardware 
merchant of Sunbury, Pa., died recently 
following five weeks’ illness with pul- 


monary pneumonia. He was seventy- 
eight years old and was a veteran busi- 
ness man in his town. Mr. Hackett 
was one of the organizers of the Penn- 
sylvania Retail Hardware Association 
and of the- Hardware Dealers Mutual 
Fire Insurance Co., of Pennsylvania, 
and the National Hardware Dealers 
Fire Insurance Co,. -_He served as a 
director for both insurance organiza- 
tions for many years. 


Wanders Sheen New York Office 


S. Wanders & Sons Chemical Co., 
Albany, N. Y., have discontinued their 
New York offices and. will hereafter 
carry on their sales from the general 
offices in Albany. This move is made 
to bring all departments in closer touch 
with the manufacturing plants. 


The John W. Goodhue Corporation, 
Ipswich, Mass., capitalized for $32,000, 
has been granted a Massachusetts char- 
ter to do a general hardware business. 
The incorporators are John W. Good- 
hue, Walter J. Shaw and Mabel A. 
Thurston. 

D. E. Lane succeeds his father, the 
late Will B. Lane as president of the 
Unique Tool Co., Chicago, Ill. The 
company manufacture socket wrenches. 
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As Others See Us 


HE smoking compartment of a Pullman car is more than 

an incident. It is almost an institution. More presi- 

dents have been elected and more administrations dis- 
credited in a Pullman smoker than in any other place in this 
country. 


Well—I sat in at one of those compartment group meetings 
a few weeks ago. The attendance was good and a goodly number 
of the delegates were knights of the grip. Several of them 
call on the retail hardware trade. As I squeezed myself into a 


friendly corner, the conversation took the following turn: 


“I wish there was some way of making Bill Phelps, down at 
the Junction, change places for a couple of days with some of 
the men who call on him. Two days would be enough.” The 
speaker was a clean-cut American salesman with a twinkle in 
his eyes. “He’d have a first-class opportunity to see himself as 
others see him,” he went on. “He’d probably realize that his 
treatment of salesmen is all wrong and that it has cost him good 
profits on many a deal. 


“Why right now I’ve got a special at a snap price. The house 
told me to spread it around where it would do the most good. I 
called on Phelps this morning and what sort of a greeting do 
you think I bumped into? None at all—for nearly an hour. He 
is one of those fellows who are always too busy to even say 
hello. Every time I drop into his store I am tempted to throw 
my hat in first, and if it stays, to follow it. He is so positive 
he knows all there is to know about the hardware business that 
he didn’t attend the convention last week. f 


“The thing that gets my goat, however, is his way of making 
me feel that I’m about on a par with the dead beats on his books. 
To-day, for example, when he finally got ready to acknowledge 
that I was on earth, he walked over and without even a smile or 
a handshake, growled: ‘Well, what do you want?’ For a 
minute I felt like telling him where I would like to see him go, 
but I remembered that the house pays me for selling goods, so I 
put on my best smile and did my duty.” 


“Did you give him the special, Bert?” somebody queried. “Did 
I?” he answered. “If you think I did, you’ve got another guess 
coming. The profit he might have had if he had been really 
human went to that little store over on West Main, just because 
Charlie Humphreys is a regular fellow. 


“Don’t get me for a knocker, fellows,” he added. “I’m not 
the only one who passes Phelps up on the good things. Last 


week he lost 15 cents a keg on nails because he pulled that grouch 
stuff on Ned Bromley. Ned told me he couldn’t see the use of 
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paying a man for stepping on his corns, so he just forgot to give 
Phelps the benefit of the drop that was coming through.” 


“Phelps had our agency for four or five years,” chimed in an 
implement salesman. “We finally had to take it away from 
him because he handled the business about the same way he 
handled our men when they called. It’s part of our work to go 
out and see the farmers and help our agents to sell the line. 
It didn’t cost Phelps a cent, but he couldn’t see it. Said he 
didn’t propose to have any outsider calling on his trade—he 
could do his own selling. He ended up by telling the sales man- 
ager he wouldn’t be a slot machine for any firm. Well the sales 
dropped so low we had to make a change and the new firm is 
doing three times as much business on the average as Phelps did.” 


“What you fellows say about this man Phelps reminds me of 
a dealer down in the lower end of my territory.” It was another 
salesman talking. “All the things you have said about Phelps, 
this fellow isn’t. I never yet dropped into his store when he 
was too busy to hail me with a friendly greeting, and sometimes — 
an apology for the delay he’d have to cause me. He has a way 
about him that makes me want to search my price sheets for 
real bargains. 


“Last Thanksgiving there were three or four of us fellows 
down at the hotel, anticipating the regular hotel fare, when this 
customer of mine walked into the lobby. He came over, dropped 
his hand on my shoulder and said: “Tom, the wife and I thought 
we'd like to have a little company for dinner, you’re invited. Any 
more of the boys here?’ ‘Three besides myself,’ I said. ‘Hunt 
’em up and bring ’em along.’ We went and I never had a bet- 
ter time in my life. Take it from me that boy gets every good 
thing that comes our way.” 


Just then a keen looking feHow who had been listening intent- - 
ly to the conversation, rose and said: “Gentlemen, I want to 
thank you for some good advice. I’ve been a hardware dealer 
for a good many years. I haven’t always been.as cordial to the 
traveling salesmen as I should, but I’m turning over a new leaf. 
I’m just beginning to understand why one of my competitors 
sometimes gets the drop on me in specials. I won’t forget this 
lesson. I’m getting off here. Good-bye. Come and see me.” 


Somehow the conversation lagged after he left. Then it 
switched over to politics and I drifted back to my Pullman chair 
and my paper. I only wish every retail hardware man in the 
‘country could have listened in on that group meeting. Business 


Me Bln. 
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The Friendly Road 


days will soon be here and with them will 

come the old desire known as “spring 
fever” to take life easy and to pay more atten- 
tion to your own personal comfort than to your 
business. Get the feeling all you want but don’t 
give way to it. Remember your competitors will 
in all probability be up on their toes, and if you 
let them get the jump on you in your own com- 
munity you stand a fine chance of being relegated 
to the discard. 


ee is just around the corner. Warm 


* * * 


The hand-to-mouth system is fine as long as 
both keep moving, but when the hand slips the 
whole plant shuts down. 


* * * 


Theory is only a hot-air sketch of what might 
happen, but facts are fingerprints of accom- 


plishment. 


Babe Ruth is an exception, a superman and a 
possessor of the wallop unsurpassed. There are, 
however, quite a number of good ball players 
who continue to remain on their respective teams 
not because they pack the punch, but because 
they are steady and dependable at all times. We 
can’t all be Babe Ruths, but we can all give an 
excellent exhibition of steadiness and depend- 
ability if we only make up our minds to attend 
strictly to the job at hand. Do this and the 
future will take care of itself. 


*% *% * 


* 


Clothes do not make the man, but there are 
occasional instances where a suit of blue serge 
will assay better than its contents. 


* * * 


Waste is a loss in which the whole world 


shares. 
* * * 


Character is the sum total of a man’s habits. 


* * *% 


Many a man bucks up against a gambler’s 
proposition without a gambler’s preparation, 
and then kicks because he fails to win. 


® & 


There is a lot of sound philosophy in the 
answer of a small boy to the query: “Do you 
say your prayers in the morning or at night?” 
“At night,” of course, was the reply. “Anybody 
can take care of himself in the daytime.” 


of FF 


The business undertaker camps on the trail of 
indifference. 


Did you ever know that no man can secure a 
position as a waiter in a dining car if he has 
anything the matter with his hands? Stop a 
minute and think how this can be carried a step 
further and be made to apply to a person’s per- 
sonal appearance. Would you rather be waited 
on by a salesman who is neat in appearance or 
by one who has the appearance of having gone 
to bed with his clothes on? Yes, we know what 
you think about it. Everybody else feels the 
same way about it too. 


* * * 


Keep your mind fixed on the higher things of 
life and walk with your head up in the air may 
be good advice, but it can be carried to excess. 
Many a man has fallen down a coal hole because 
his eyes were fixed on the stars rather than the 
ground upon which he was walking. 


> .}~-@ 


Saying exactly what you mean is not always 
a virtue. Sometimes it’s merely carelessness. 


* & 


Saunders Norvell says: “When you build a 
wall around yourself you do two things. You 
shut the other fellow out, but you shut your- 


self in.” 
* & 


Be charitable in thoughts, words and actions. 
Intolerance is inexcusable in this day and gener- 
ation and is sure to lead to trouble. Some of 
the greatest crimes in the history of the world 
have been committed in the name of intolerance. 

* * * 


Courtesy begets courtesy. Many an irritable 
customer has been smoothed out by the defer- 
ential words of a suave salesman, and has been 
sent away happy with a purchase twice the size 
of the one he originally intended to carry home. 


x 8. 


Drifters are usually carried out into the sea 
of misfortune, but the man who plans his work 
usually ties up safely in the port of prosperity.— 
Breinig Brushfuls. 


ee ‘9 @ 


Don’t think it smart to be cynical. If there is 
one thing on earth that is tiresome it is the man 
who is a self-constituted critic and who airs his 
caustic opinion upon every subject and person 
under the sun. He may think he is clever, but 
in reality he is nothing more or less than a plain, 
ordinary bore. You rarely see a man of that 
type the center of an admiring group. People 
shy away from him as they would from a con- 
tagious disease. 
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Walberts & Timberlake, Columbus, Kan., 
making a clock of seeds on a backgrownd of green sawdust 


N open winter, followed by 
A gently falling spring rains, 

will make the lawns and fields 
a vivid green and will send the 
leaves and green shoots springing 
up on the trees. Is it, therefore, 
any wonder that the spring gar- 
dener should soon begin to lay in 
his supply of tools, spade the 
ground, take off the fallen leaves 
and burn the trash preparatory to 
setting out a few rows of onion sets 
and early vegetables? 

He will choose and prepare a 
place along the fence where he can 
plant sweet peas or nasturtiums, 
and feel that they are reasonably 
free from invasion by his own or 
his neighbor’s chickens.. He will 
inspect his lawn and take advan- 
tage of gentle showers to get his 


Thies window of the Bunting Hardware Co., Kansaa City, Mo., 


Now Is the Time to Push Sales of Seeds 


. 


grass seed planted and a good 
stand secured while the ground is 
still moist, and before the spring 
robins come and eat the seed. 
Since the ultimate customer has 
his mind all made up to buy and 
his plans all made for just what 
he wants, it is not a difficult mat- 
ter for the hardware merchant to 
sell him. What the merchant has 
to do is to make his windows at- 
tractive with displays of tools of 
every description such as are neces- 
sary for a small garden. This done, 
he must arrange a seed window, 
and display in as attractive a man- 
ner as possible packages of flower 
seeds. He might also lay in a stock 
of shrubs and bulbs of various de- 
scriptions. These will serve to 
make his window attractive, and 








effects a 
garden tools and paints 


triple tie-up on three spring essentiale—seeds, 
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Co-operation 
Between 
Salesmen and = 
Customers 
Serves to 
Increase 


Profits. 


created this unusual display by 


they are also a drawing card to 
bring people to the seed department. 


The Spring Gardening Fever 


Spring gardening is a fever that 
attacks every man. It does not at- 
tack them all to the point of action, 
but they may be easily led in that 
direction with a little careful mer- 
chandising and a bit of psychology 
on the part of the salesman. If 
the salesman will but keep his eyes 
open he can inspire almost any 
man to make a garden in the spring- 
time. 

The amateur gardener very often 
has more desire to make a good 
garden than he has skill with which 
to carry out his designs, and that 
is where the salesmanship comes 
in. He must be shown what kind 
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of tools are best suited to turning 
the soil in his back lot. He must 
he taught how to pulverize and mix 
the soil in order to obtain the best 
results. He should be told, and 
not allowed to depend entirely upon 
the directions on the package, how 
deep to plant certain seeds; what 
side of the house or shed is best 
suited to the raising of certain 
fruits, flowers or vegetables; how 
some plants seek cool, moist spots 
and others crave the sunshine. Such 
a salesman, who is competent and 
willing to impart his knowledge for 
the benefit of the gardeners, will 
be the means of many a customer 
carrying away a good order of 
seeds. 


Getting the Salesman’s Opinion 


The customer may think he knows 
exactly what he wants to do, what 
he wants to plant and where he 
wants to plant it. Nevertheless, he 
likes to talk it over with the sales- 
people and get their opinion and 
their advice on the subject. Hav- 
ing a fund of good, sound advice 
to offer—by that we do not mean 
that the salesman shall talk the 
customer to death, nor bore him 
with superfluous information—the 
salesman can produce sales where 


Philadelphia Salesmen Elect 


Election of officers and constructive 
talks on salesmanship featured the an- 
nual meeting and banquet of the Phila- 
delphia Hardware Specialty Salesmen, 
March 6, at Philadelphia. Havard D. 
Jones was elected president for the 
ensuing year, Fred Mayer was elected 
secretary and Walter S. Bauer, treas- 
urer. Talks on “salesmanship were 
imade by the retiring president, William 
J. Graham, William Nugent, John C. 
Stine, Jr. and Charles Lombardy. 
These men are all practical salesmen 
and their experience in the line formed 
a basis of real selling suggestions. 


& 


‘A Convenient Vise and Clamp 
Rack 

Vises and clamps are particularly 

hard to display without«taking up a 

lot of room. The dealer who built a 


rack similar to the one illustrated, put 
it in front-of.a radiator. It stood about 
the same height as the radiator and 
was about 5 ft. long. 
shelves can be supported by an upright 
at the ends if the merchandise is too 
Heavy for shelf brackets to hold. It 
is‘ best to build this sort of rack so it 
can be set up against a wall or radia- 
tor. Its chief advantage lies in the 
small amount of floor space it occupies. 


The display.< 
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he might not otherwise be able to 
accomplish his point. 

So the hardware dealer must lay 
his plans to secure a goodly share 
of the trade, and in doing this he 
must entice the customer with an. 
attractive window display of seeds 
and tools. 

This, with a clever window 
decorator, should not be a difficult 
task, as the seeds and tools, wire, 
hose, turf edgers, spades, hoes, 
rakes and the other articles that 
the prospective gardener will need, 
can be combined and arranged to 
make an exceedingly inviting dis- 
play. 

Arranging the Display 

A nice, grassy or mossy floor 
should be laid in the window, and 
if the store carries shrubs and 
bulbs, they can be used both to 
make the window more attractive 
and also to advertise themselves. 

The seed packages with the gay 
colors, showing at a glance crimson 
radishes and tomatoes, yellow 
pumpkins or green spinach, pansies, 
asters or roses, are attractive in 
themselves. These packages, to- 
gether with the shrubs and bulbs 
and tubs and measures of grass and 
clover seeds and onion sets, can 
make the section of the store de- 





It should always be built heavy enough 
to be very solid when loaded down. 
The bottom can also be used as a shelf 
for the heavier vises and those without 














Vise and Clamp Rack 


screw clamps. This rack keeps the 
clamps and vises out of the way in ad- 
dition to displaying them. 
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voted to their sale extremely attrac. 
tive and businesslike. 

The tool department should make 
an equally interesting showing, 
with the tools which will be in 
demand for this branch of spring 
work, and should have neat, orderly 
arrangements of hoes and spades 
and rakes; rolls of chicken wire 
should be near at hand, and the 
salesmen should prepare for good 
business in this branch of the hard- 
ware trade. 

The hardware store is the logical’ 
place to look for garden tools, so 
this will be one branch of the hard- 
ware industry for which there will 
be demands, and the demands must 
be filled. 

And don’t forget the accessories 
that will be needed if the gardens 
prove successful, such as poultry 
wire to keep the chickens from 
scratching up the carefully planted 
rows of seeds. Have everything on 
hand for which a reasonable de- 
mand will be made. See that when 
the customer calls for seeds or tools 
his order is filled promptly and that 
an equally prompt delivery is made. 
Do this and you will have won per- 
manent customers for your store, 
in addition to making a profitable 
showing for the current season. 


Herman Von Blon Retires 


Herman Von Blon has sold his inter- 
est in the Von Blon & Thiel hardware 
store, Upper Sandusky, Ohio, to his 
partner, John Thiel, and the latter has 
sold one-half interest to his brother, 
Peter Thiel. Mr. Von Blon will retire 
after having. been engaged in‘the hard- 
ware business fora’ period: of forty 
years. ‘The new firm will be known as 
Thiel Brothers. 


Hardware Club Installs Indoor 
Golf 


The Chicago Hardware Club has just 
installed indoor golf and has adapted 


’ the lounge to this purpose. Two large 


driving nets have been put up and two 
putting greens have been installed. A 
great deal of interest has been mani- 
fested in the new feature of the club and 
the members are bringing in their clubs 
daily to. get in form. A shéwer bath is 
available in the club and-if interest is. 
keen enough an_instructor will be em- 
ployed. -s me 


3 


The hardware store of L: F. Moore, 
Lancaster, N. H., was burned March 14 
with a loss of approximately $100,000. 
The fire started in a gasoline tank. 
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Creating a Demand for Tools with Displays 


The Kolloge Hardware Co., Milwaukee, Wis., Adapts Its 
Window Displays to Local Conditions and Turns a 
Potential Condition Into an Active Demand 


its drawing power for three 
weeks must be placed in the 
same class with the vaudeville per- 
former who is held over after the 
rest of the program has gone on to 


A DISPLAY window that retains 


HE illustration 

at the _ right 
shows an interest- 
ing and attractive 
display of levels 
recently featured 
by the Kolloge 
Hardware Co., 
Milwaukee, Wis. 
This display con- 


other theaters. Such a window 
earns the right to be considered a 
“star.” 

This being the case, the title of 
“star” would seem to apply to the 
display which is shown in the ac- 
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tained a wide 
range of levels 
caleylated to ap- 
peal equally to 
home carpenters 
and mechanics. 
Incidentally, the 
display fulfilled its 
purpose by in- 
creasing sales 


companying illustration. It was 
scheduled for one week, but it made 
such a hit that it was given the 
spotlight for a second week and, 
as it was still attracting attention 
at the end of that period, it was con- 


ELOW we see 

an exceptional 
tool window which 
brought profits to 
the Vonnegut 
Hardware Co., In- 
dianapolis, Ind. 
The background 
and floor covering 
of pearl gray and 
the three dark 
green plush pedes- 
tals served to 
emphasize the 
symmetrically ar- 
ranged display 
of tools for the 
benefit of the 

passersby 
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‘tinued for a third successive week. 

Now that is somewhat unusual, 
as many windows cannot pull 
enough business to justify them- 
selves after the first week. Inquiry 
as to why this window aroused so 
much interest and developed such 
a goodly measure of actual sales 
brought out the fact that building 
operations in Milwaukee were ex- 
tremely active. The Kolloge store 
has been showing and _ pushing 
levels more actively than usual for 
some time past. Then, too, all 
classes of level patrons had been 
appealed to by showing a quality 
line, but one that has a wide range 
of prices. 

“Of course, no display will sell 
levels unless there is a potential 
demand for them,” says Mr. Kolloge, 
“but it is equally true that you 
won’t feel that demand unless you 
place yourself in a position to bene- 
fit from it. When we realized that 
building operations in Milwaukee 
had increased we began to give 
more display and advertising space 


to tools. Levels are sure to be active’ 


when building takes a spurt. We 
are getting the benefits of the situa- 
tion by placing ourselves in a po- 
sition to sell tools by pushing them 
at the right time.” 


Watch Local Conditions 


There is a lot of sound sense in 
this reasoning. It pays to watch 
local conditions, study the terri- 
tory and cash in on the benefits 
which such information and study 
reveals. Fishing is always best 
when they’re biting, you know. 

Level sales, however, are not 
built up with one window, no mat- 
ter how good it is, nor no matter 
how ideal the time for showing and 
selling levels. A store must do the 
groundwork. It must go through 
the seed season before it can reach 
the harvest time. The Kolloge 
Hardware Co. has had several win- 
dows devoted to levels, and the good 
impression they have made is now 
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taking on tangible form. Advertis- 
ing, and that’s what window dis- 
plays are, makes its greatest suc- 
cess through continued pounding 
along certain lines. The Kolloge 
store has put enough special empha- 
sis on levels to register the impres- 
sion that it is a high-class level 
store, and it is now enjoying the 
fruits of its efforts. 

Mr. Kolloge has found, as other 
good merchants have found, that 
a line can be established only after 
several efforts in the way of dis- 
play, printed advertising, etc., but 
that after it is really established 
the results more than repay for the 
effort expended. 


Importance of a Representative Line 


Another salient truth which this 
store’s level experience brings out 
is the importance of carrying a rep- 
resentative line. All classes of level 
patrons were appealed to in this 
as well as in preceding windows. 
There is shown the small, torpedo- 
shaped level, with its wood base, 
a level which sells for a modest 
sum, but which is perfectly satis- 
factory for the odd jobs around the 
house. In fact, its small size ap- 
peals to the home worker because 
it-slips nicely into his pocket or 
the small drawer or chest he may 
have and which would not be roomy 
enough to accommodate the larger 
sizes used by masons or carpenters. 

But the mechanic, who must have 
the level of minute accuracy and 
of a construction which will stand 
up under hard knocks, is also ap- 
pealed to in this window by the 
high-class aluminum levels which 
are also shown. And the sales on 
these goods were considerably 
greater than on the less expensive 
lines. 

This window, no doubt, got into 
the headliner class partly because 
it focussed attention on one item, 
although there are many real ad- 
vantages in showing a full line of 
tools when a display is made. Its 
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simplicity and its straight-aim level 
appeal brought gratifying results. 


Boosting Tool Sales 


Tool sales were increased by the 
Vonnegut Hardware Co., Indianap- 
olis, Ind., by a tool window which 
goes from Alpha to Omega in the 
diversity of lines shown. Just 
about everything which the house- 
holder uses and most of the things 
that the expert mechanic requires 
are displayed in the comprehensive 
and attractive window of this store. 

The outstanding feature of the 
window is the arrangement of rules 
displayed upon the background. It 
will be noted that these rules were 
placed so as to give a border effect, 
and they unquestionably set off the 
whole display. The background of 
the window was of pear! gray color, 
the floor of two levels was made 
of wallboard, which was also pearl 
gray, while the three elevated dis- 
play stands were covered with dark 
green plush, making an attractive 
setting for the bright tools. 


A Window of Universal Appeal 


Such a complete and _ well-ar- 
ranged window as that in the Von- 
negut store is bound to have a 
widespread appeal. Plasterers, 
bricklayers, carpenters, manual 
training pupils, designers, tool 
makers and machinists could all 
find something of daily usefulness, 
while the home handy-man’s desire 
for tools was appealed to again and 
again. 

What is the general effect of a 
window of this kind? Isn’t it 
bound to give this impression: “If 
its a tool, this store has it’? And 
that’s just the kind of a reputation 
the hardware man desires. He 
wants to have the members of the 
community feel that he can fill 
every hardware want, that they will 
bring their needs to him and he will 
meet them with a service which is 
complete and satisfying in every 
detail. - 





Coming Hardware Conventions 








SOUTHERN HARDWARE JOBBERS ASSO- 
CIATION CONVENTION, New Orleans, La., 
April 18, 19, 20, 21, 1922. Headquar- 
ters, St. Charles Hotel. John Donnan, 
secretary-treasurer, Richmond, Va. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La. 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. F. D. Mitchell, 
secretary-treasurer, 4106 Woolworth 


Building, New York City. 
PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 


rillo, Tex., May 8, 9, 1922. C. L. Thomp- 
son, secretary, Canyon, Tex. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, com- 
posed of Alabama, Florida, Georgia and 
Tennessee. Convention and Exhibition, 
Chattanooga, Tenn., May 9, 10, 11, 12, 
1922. Walter Harlan, secretary, 460 
St. James Building, Jacksonville, Fla. 

CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 


AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Washington, D. C., May 23, 24, 25, 1922. 
Headquarters, Hotel Washington. A. 
H. Chamberlain, secretary-treasurer, 
Marbridge Building, Thirty - fourth 
Street and Broadway, New York City. 

MississipP1 RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, Jack- 
son, May 24, 25, 26, 1922. Headquar- 
ters, Heidelburg Hotel. E. R. Gross, 
secretary, Agricultural College. 
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ABE RUTH knocked the first 

ball over the fence, during one 

of the practice games at the 
Yankees’ New Orleans _ training 
camp, the first time he went to bat 
this year. He has also been made 
captain of the team. Both of these 
news items augur well for the 1922 
baseball season. 

The days are getting longer. 
Schedules are being prepared for 
national and international tennis, 
golf and swimming tourneys, and 
for the big inter-collegiate teams. 
We have already seen, with our own 
eyes, “kids” having a “catch,” and 
also three youngsters playing mar- 
bles. All of which are pleasing and 
persuasive signs that spring, if not 
actually here, is being anticipated by 
the refreshing confidence and vital- 
ity of youth. 

Thoughts and speculations on this 
subject have various effects on differ- 
ent people. To practical minded 
men, especially to the large number 
of hardware merchants who handle 
sporting goods, the advent of spring 
means an opportunity for increased 
business and pleasure. 

This is especially true for instance 
of the Hamilton Hardware Corpora- 
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Advertising and Solicitation of Factory and School 
Teams Does This for the Hamilton Hardware 
Corporation, Waterbury, Conn, 


tion, Waterbury, Conn., which turns 
over a $6,000 to $7,000 stock of 
sporting goods three times a year. 

Waterbury is a city with a popula- 
tion of 91,410, according to the 1920 
census. It is primarily a manufac- 
turing city. In many of the fac- 
tories baseball clubs have been 
organized, and inter-factory games 
are played frequently. The Hamil- 
ton Hardware Corporation has made 
special efforts to get this factory 
club business in several ways. In 
the first place local newspaper adver- 
tising is used with consistent regu- 
larity. According to Hans H. Bauck 
newspaper advertising, to be of any 
value to the retail dealer must be 
persistently used. Every attempt is 
made by the store salesmen to get 
on intimate terms of acquaintance 
with the mechanics and shop hands 
who visit the store, and with the fac- 
tory buyers, so that the element of 
personal contact is introduced and 
maintained. This of course, reacts 
to the benefit of every department of 
the business. 

The Hamilton Hardware Corpora- 
tion also puts up a silver cup to be 
played for by the factory teams. who 
buy a certain proportion of goods 
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Averaging 


$20,000 Yearly 


in Sporting 
Goods 


The lips of Spring have warmed my 
blood, 
And April madness 
Showers gladness 
Where violets fringe the gray-clad 
woods. 
The tide of time is in the flood, 
And sun-filled days 
In sundry ways 
Urge Youth to sport, with sporting 
goods. —C. D. 





such as balls, bats, uniforms, mits, 
gloves, masks, base bags and other 
paraphernalia used by baseball nines. 
This has been one of the most attrac- 
tive inducements that the firm has 
ever made for getting business. 

But the Hamilton Hardware Cor- 
poration’s*business is not restricted 
to baseball goods alone. It sells fish- 
ing tackle, guns and ammunition, 
boxing gloves, and all kinds of win- 
ter sport goods, tennis balls and 
racquets, football material, and even 
kites for the kiddies. 

As will be noticed in the accom- 
panying photograph of one of the 
window displays of this firm, which 
was arranged by Hans Bauck, base- 
ball goods and tennis racquets pre- 
dominate. But suspended from each 
side of the window are kites, which 
attracted the attention of the young- 
sters, which in turn resulted in addi- 
tional business for the firm. 

Mr. Bauck is a staunch believer in 
window displays and advocates fre- 
quent changing. The display shown 
with this article that Mr. Bauck 
trimmed is what he terms a straight 
display of sporting goods. He also 
believes in the effectiveness of nov- 
elty windows. 
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One of the most important things 
to be achieved in trimming a window, 
Mr. Bauck believes, is to get some- 
thing into it that moves. He has 
successfully used a bicycle wheel in 
the center of the window on which 
he placed a number of upright card- 
board showcards. On the floor of 
the window to one side and hidden 
in such a way that it cannot be seen 
from the street he placed an electric 
fan. It was so arranged that the 
circulation of air caught the card- 
board signs and made the wheel re- 
volve. Unfortunately no photograph 
was taken of this display, which was 
also devoted to sporting goods. The 
bicycle wheel display, it might be 
added, contained an element of mys- 
tery. From the street no one could 
explain what made the wheel go 
round and a crowd of curious and in- 
terested men and boys stood in front 
of the window at all hours of the 
day and night during the two weeks 
that the display was shown. Need- 
less to say a number visited the store 
to find out what made the wheel go 
round, and incidentally several pur- 
chases were made. 


Getting the School Business 


The Hamilton Hardware Corpora- 
tion also attempts to get the sporting 
goods business of the high schools 
and private schools of Waterbury 
and of the neighboring towns. Most 
of the schools have not only baseball 
nines, but basketball teams, football 
teams, tennis clubs, track teams and 
so forth, and by co-operating with 
the boys’ in arranging their sched- 
ules, and in the selection of uniforms 
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and other essentials a good business 
with the school athletes has resulted, 

If there are any technical disputes 
about the rules of any game, or if 
there is any information that any 
school boy wants to know, about 
sports or athletes or anything per- 
taining to them, the Hamilton Hard- 
ware Corporation is consulted. If 
none of the salesmen of the firm are 
able to answer the question special 
efforts are made to secure the infor- 
mation as quickly as possible. In 
this way the esteem and confidence 
in which the firm is held by the boys 
reduces the difficulties of selling 
sporting goods to a pastime. 

Of course special discounts of a 
nominal nature are given to factories 
and schools that purchase sporting 
goods in quantities, which has natur- 
ally been an additional inducement to 
the managers of the school and fac- 
tory teams to make their purchases 
at Hamilton’s. 


An Aid to Other Departments 


The sporting goods department of 
the Hamilton Hardware Corporation 
has been instrumental in adding to 
the business of the other depart- 
ments of the firm, especially to the 
sale of factory supplies, tools, auto- 
mobile accessories and household 
appliances. 

Sporting goods have the distinc- 
tion of making it possible for a sales- 
man to get on a more intimate and 
friendly basis with a customer. This 
reduces the sales resistance that is 
so often found when selling other 
lines. -A man buys sporting goods 
because he wants them. He usually 





Here’s another excellent example of sporting goods display. It’s the beginning of the 
baseball season, so baseball goods have been featured 
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buys bolts and nuts and tools because 
he needs them and is forced to the 
purchase. It is comparatively easy 
to get acquainted with a customer 
who buys sporting goods, and to per- 
suade him into the utility and value 
of purchasing other things. That is 
one reason why so many hardware 
dealers are handling sporting goods 
and also why they find them so prof- 
itable and interesting. 


New York Electrical Show 


The management of the New York 
Electrical Show has just announced 
that the 1922 exposition is to be held 
from October 7-14 at the Grand Central 
Palace, Lexington Avenue and Forty- 
Sixth Street, New York City. The 
show will open on Saturday morning 
and continue for a week closing on the 
following Saturday evening. It will be 
open every day except Sunday. 

Last year’s show was held at the 
Seventy-first Regiment Armory, but 
owing to the limited space the number 
of exhibits had to be greatly curtailed. 
This year with three floors available 
at the Grand Central Palace there will 
be ample opportunity to present one of 
the most comprehensive expositions in 
the history of Electrical and Industrial 
displays. The exhibits will include 
every phase of electrical application 
for the home and industry. 


Hardware Sales Co. Organized 


The Hardware Sales Co., Cleveland, 
was recently organized to act as manu- 
facturers’ sales representative and will 
represent in northern Ohio a number of 
manufacturers of tools, builders’ hard- 
ware and hardware specialties. W. W. 
Damel, formerly manager of sales of 
the Luetkemeyer Co., wholesale hard- 
ware dealer, is president; P. G. Weurtz, 
Cleveland retailer, is vice-president, and 
A. J. Maurer, formerly connected with 
the Luetkemeyer Co., is secretary and 
treasurer. The company is lgcated at 
1276 West Third Street, Clevéland. 


Introduces New Process 


The Household Fibre Products Corp., 
Woodside, L. I., was organized about 
one year ago to manufacture seamless 
sanitary hampers. C. S. Rosensweig 
is president; R. L. Berry, vice-presi- 
dent; Morris Barsch, treasurer; K. W. 
Morse, plant manager, and E. P. 
Manuel, sales manager. The product 
introduces a new process in fabrication. 








The Thomaston Knife Co., Thomas- 
ton, Conn., plant has been closed as a 
result of an attachment placed by Ed- 
win H. Frost, former president and 
director of the company. 


Reinhold-Sharp & Co.; Davenport, 
Iowa, has been dissolved as a partner- 
ship and has been reorganized under 
the name Crusader Products Co., Inc. 




















March 23, 1922 


HARDWARE AGE 


69 


Building Profits on Changes in Temperature 


Thermometers Are an 
All Year Round 


Line, Are Needed 
Everywhere and Bring 


in Steady Profits 


to the Hardware Store 


ANY lines found in the in- 
M ventory of the modern hard- 

ware store might be termed 
“entirely seasonable.” That is to 
say they are in demand by consumers 
only at certain times during the 
year. Other lines may be wanted be- 
tween seasons. Weather conditions 
and geographical locations govern 
the sales on many items, but with 
thermometers there is an actual con- 
sumer need for 365 days out of every 
year. The accurate recording of 
temperature is something which 
must be done daily in every town, 
in homes, schools, stores, hospitals, 
offices and factories. 

Although the average dealer han- 
dles a fairly good variety of ther- 
mometers, it is doubtful if the line 
generally is given particular promi- 
nence in window displays or in sales 
campaigns. 

Rackliffe Bros., New Britain, 
Conn., have thermometers displayed 
on a long board in the front of the 
store. Under each model carried is 
the price and style name. This firm 
has done an extensive business in the 
inexpensive styles used by farmers 
for testing temperatures in stables 
and milking stalls. It is a common 
sight when in this store to see a dairy 
operator purchase six or eight ther- 
mometers at a time. Quite often he 
will also want a sanitary type for 
testing the temperature of the milk 
before, during and after pasteuriza- 
tion. 

The ‘average family is in the mar- 
ket for a complete set of thermom- 
eters but few families ever secure 
such an assortment. The salesman 
has a good story and an easy one to 
tell on this line, In the kitchen, for 
example, there should be a complete 
set of cooking thermometers. - 

If there are any babies in the 
home the bottles of milk must be 
heated in water warmed to the proper 
degree. Baby’s bath has to be just 
right, and the air in his sleeping 
chamber must be correct for the sake 








A. EH. Bonesteel & Co., Troy, N. Y., have solved the problem of thermometer display 
in attractive fashion 


of good health. Everyone in the 
family wants to know the outside 
temperature in the morning, which 
requires outside thermometers lo- 
cated at strategic points. 

A. E. Bonesteel & Co., of the Na- 
tional Hardware Stores, Inc., Troy, 
N. Y., has made the most of the pos- 
sibilities in this line and it is from 
this store that some of these sales 
ideas have been obtained. This firm 
recently devoted a window exclusively 
to thermometers and found it to be 
a worth while experiment. The win- 
dow was unusual and attractive. It 
made many people think of the ad- 
vantages of the different types offer- 
ed which many had not thought of 
before. Consequently it was not to be 
wondered at that the sales of ther- 
mometers in that store increased 
noticeably and have been larger ever 


since the window was installed. 

This firm has an outside or s0- 
called window model thermometer 
outside of the store. During the 
course of the day many people stop 
to read the temperature, and some- 
times they come in and comment up- 
on the readings. This gives the 
salesman a splendid opportunity to 
talk thermometers from a sales 
standpoint. Every dealer could try 
this plan. 

It is suggested that the hardware 
dealer could also handle thermom- 
eters as used in laboratories and 
hospitals providing he was able to 
offer a better than full retail price, 
which he might well do, calling it a 
professional discount open to doc- 
tors, nurses and such people. This 
would be fair competition and would 
lead to sales on other items handled. 
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Apply the Rules of Common Sense to Selling 


Courtesy and the Art of Helpful Suggestion If 
Cultivated Will Do Much to Turn Casual 


Customers Into Permanent Patrons 


ARDWARE salesmanship, first 

and foremost, is the work of 

a man in every sense of the 
word. Weaklings, ne’er-do-wells 
and those who falter never amount 
to much in this vocation. 

Undertakings that might be easily 
accomplished seem to those who see 
failure in every effort so impossible 
they hesitate and delay, afraid to 
begin the task before them. On the 
other hand, some other man en- 
dowed with courage, accomplishes 
the work with very little difficulty. 
Never doubt in the battle of sales- 
manship that failure will arise and 
confront you. When it does you 
must be man enough to meet it 
and conquer. 

In life, as in work, we seek the 
point of vantage above the common 
level. We must speak for ourselves 
and act for ourselves, and let our 
efforts praise us most of all, for 
deeds speak the loudest. 


The Value of Suggestions 


No matter how exacting a pros- 
pect may be or how much money 
is to be expended for the article 
about to be purchased, everyone re- 
lies more or less upon the sugges- 
tions of the salesman as to style, 
texture, wearing ability, etc. There- 
fore, if you have at the right mo- 
ment offered a suggestion here and 
added a thought there, the sale will 
not have been half closed before the 
prospect is advancing your ideas, 
using your suggestions, and all with 
the thought that they are his own. 
If you have wisely injected them in 
a diplomatic fashion, a friendly 
footing will be established between 
you and the permanency of your 
patron is secure. 

By all means do not let the “I 
should worry” idea get possession 
of you. When one of your supe- 
riors, of his own good -will, tries 
to give good, sound advice, don’t 
say, when he turns his back, “I 
should worry.” When you lose a 
sale through mere lack of even try- 
ing to sell, and the prospect is pass- 
ing out of your zone of effort, may- 
be forever, again don’t say with a 
sneer, “I should worry.” 


By B. J. MUNCHWEILER 


Rid yourself of this easy-going, 
careless way of doing business and 
get down to earnest work again. 

How often has a good impression 
been ruined, a permanent, well- 
satisfied customer been lost at the 
last moment as the result of a hasty, 
discourteous dismissal after the 
closing of a sale. We certainly do 
not approve of wasted time or use- 
less talk, but we do believe that 
the same agreeable atmosphere 
should surround a desirable cus- 
tomer on taking his departure that 
is in evidence on his arrival. If 
this be the case, you may rest as- 
sured that all is well, for you have 
kindled the imagination of that 
patron for all time to come, your 
house has been benefited and you 
have gained success. 

Promise yourself: 

That each day will see you trying 
to do your best. 

That you will take care not to 
make the same error twice. 

That you will make it your busi- 
ness to improve your work a little 
each day. 

That nothing shall prevent you 
being honest with yourself. 

That the firm that fills your pay 
envelope will get its money’s worth. 

That little troubles will not dis- 
turb your peace of mind or annoy 
you. 

That you shall never speak ill 
of nor act dishonestly toward the 
concern that employs you. 


That you will always think a lit-. 


tle ahead of the job and thus be 
prepared to fill the job ahead when 
the chance comes. 

That you will practise politeness, 
which always yields large divi- 
dends. 

That everyone with whom you 
come in contact shall be made to 
realize that you are capable in every 
detail of your calling. 

That you will not shirk your du- 
ties or try to give short measure 
in the course of your work. 

That nothing shall prevent you 
from trying again if you fail a 
dozen times. 

That the acts of others shall not 


weaken your resolve to be honest, 
work hard and try your best. 

That reading good books and par- 
taking of sane amusements shall be 
the height of your dissipation. 

That you will not trifle with that 
great gift of God, good health, and 
that you will let exercise and right 
living keep your birthright. 

That you will practise each teach- 
ing of the Golden Rule, even if 
others neglect it. 

That salesmanship has. no fixed 
rules. 

Use Common Sense 


It would require volumes to set 
forth or to explain a fixed set of 
rules and ideas to fit each individual 
case in selling goods, but if certain 
rules of common sense are observed 
you will find that you are on the 
right track. It is well to remember, 
however, that it is necessary to 
adopt certain rules before you can 
become a success. Some of the fine 
points to cultivate are: appearance, 
stability, aggressiveness, progres- 
siveness, forcefulness, carefulness, 
honesty and modesty. 


Labor Increases Values 


It is said that $5 worth of crude 
iron is worth $10 when converted 
into horseshoes; its value reaches 
$180 in the form of table knives; it 
is worth $6,800 when converted into 
needles; $200,000 is its value when 
made into watch springs and it is 
worth $400,000 in the form of hair- 
springs. This conveys a very im- 
portant fact to the salesman, name- 
ly, that labor creates an enormous 
increase of value. 

It is the salesman’s work which 
wrought increased value to the bar 
of iron. The blacksmith adds only 
hard labor to make his $5 worth of 
iron double its value. The manu- 
facturer of cutlery expends much 
more labor upon the same quantity 
of iron, and increases its value 
thirty-six times. The needle-maker 
increases it 1360 times... So on it 
goes increasing in value due to the 
efforts of the worker and salesman 
who, after all, is the connecting 
link. 
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First Annual Exhibition Held in New York 
City, March 4-11, Attracts Tremendous Throng 


N the history of man’s progress there has probably been no 
single invention that has aroused as much interest and ad- 
miration as has the wireless telephone. Five years ago the 

ability to speak through the air was held to be more or less of a 
problematical theory with most people, although some expert 
wireless men claimed to have accomplished the feat. Three 
years ago a few amateurs boasted of having heard phonograph 
music and aerial conversation. 

To-day it would seem that almost every one regardless of age 
or sex understands the working of this mysterious power to an 
almost scientific degree. Young children speak of audion bulbs, 
two step outfits, wave lengths and code names for special sta- 
tions in a most offhand manner. 

Is it any wonder then that the first Radio Show, held on the 
roof of the Hotel Pennsylvania, New York City, March 4-11, 
was so much of a success that the average visitor had to go 
through department store bargain counter maneuvers in order 
to get anywhere near a radio booth? At all hours of the day 
and night the roof of the great hotel was e¢rowded beyond com- 
fortable capacity. To say that the country had gone radio 
mad would hardly describe conditions as they existed. 

The visitors included dealers interested in selling the equip- 
ment and amateurs endeavoring to learn the latest develop- 
ments and attachments for their personal sets at home. The 
variety of equipment on display covered practically every known 
device and method of successful “listening in.” The New York 
dailies had booths at the show boosting their radio departments, 
which in some instances were found to be the largest individual 
sections of the papers. 

Foreign scientists interested in radio telephone developments 
came from abroad at the news of the coming radio show and ama- 
teurs from the Pacific Coast were also on hand. It will be in- 
teresting to readers of HARDWARE AGE to know that many out- 
of-town hardware merchants came to New York during the 
Radio Show and signed up as agents for apparatus in their own 
particular localities. 

The displays embraced practically everything in the field and 
included a number of new devices used in transmitting and 
receiving radio messages. Such was the attendance that the 
service elevators of the Hotel Pennsylvania, which are usually 
given over to the employees of the hostelry, were pressed into 
service in order to accommodate the crowds that attended. 
Limitations of space made it impossible for all those who at- 
tended to be accommodated on the roof, with the result that 
many were obliged to wait their turn in the lobbies and cor- 
ridors of the hotel until the congestion on the roof was relieved 
to such an extent that they could inspect the exhibits in com- 
parative comfort. 

As the show followed a week after the Federal Radio Confer- 
ence called by Secretary of Commerce Hoover it had a special 
significance and prestige. At this official convention it was de- 
creed that the government should control broadcasting stations, 
which must have regular licenses, but that anyone resident of 
the country could set up a receiving set at will. 
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Accessories in Foreground at Boston Auto Show 


Annual Exhibition Held in Boston 


March 11-18 Plays Host to 40,000 
Interested and Optimistic Visitors 





sey neaneneas 


{F you are a retail hardware dealer, 
and your enthusiasm over automo- 
bile accessories is waning, you missed 
something if you did not attend the 
Boston Auto Show, held March 11 to 
18, in Mechanics Building, under the 
auspices of the Boston Automobile 
Dealers’ Association, Inc. If you had 
attended, and for the purpose of seeing 
the accessories only, you would be to- 
day 100 per cent for accessories first, 
last and always. 

Something like eighty different makes 
of automobiles, thirty-four makes of 
trucks, three makes of tractors and 
one make of motorcycle were exhibited. 
In the aggregate there were 369 ex- 
hibiting concerns, of which 138 were 
automobile accessories, manufacturers 
or dealers in accessories—37.4 per cent 
of the total. Those salesmen associ- 
ated with concerns exhibiting the auto- 
mobiles acted in a very dignified man- 
ner. The accessories people were 
dignified also, but in a different man- 
ner. They were working every minute, 
showing inquiring people all the good 
points, and there were inquirers aplenty. 
Fully 40,000 people packed themselves 
into the show the opening night, and 
each succeeding day additional thou- 
sands came, saw and went away satis- 
fied. 

Accessories Sold Well 


Those hard working accessories fel- 
lows did their best to sell and advertise 
accessories. Figuring on a percentage 
basis of individual sales they put it all 
over the automobile salesmen and inci- 
dently did a whole lot toward future 
sales of accessories for the New Eng- 
land retail hardware dealer. 

Only one out-and-out hardware firm 
had an exhibit at the show, the Burdett 
& Williams Co., 160 Federal St., Boston, 
showing a line of accessories. Its ex- 
hibit was probably one of the best 
pieces of advertising it-ever created. 

But aside from the New England 


viewpoint, the show could not help but 
by an inspiration to anyone interested 
in selling automobile accessories. “Al- 
though much has appeared in the public 
press regarding the depressed condition 
of the automobile industry last year, it 
is by no means dead, as statistics given 
out by Alfred Reeves, general manager 
National Automobile Chamber of Com- 
merce, during the Boston show demon- 
strate. Here are some of them—for 
1921, the year when the manufacture 
of automobiles went dead. 

Cars and trucks produced, 1,680,000; 
1,535,000 cars and 145,000 trucks—24 
per cent less than produced in 1920. 

Wholesale value of cars and trucks, 
$1,222,350,000. 

Gasoline production in United States, 
5,360,014,000 gallons. Gasoline con- 
sumption in United States, 4,506,706,- 
900 gallons. 

Tire casing produced, 19,379,000. 
Tire inner tubes produced, 24,157,000. 
Solid tires produced, 377,000. 

Garages in the United States, 59,- 
098. Repair shops in the United States, 
55,521. 


The Public Wants to Buy 


Chester I. Campbell, general man- 
ager of the show, in introducing it to 
the people in New England, said in 
part: 

“Briefly, the public wants to buy au- 
tomobiles; and it is ready to buy in a 
volume which will furnish a fairly 
profitable business, and’a good busi- 
ness, right up to the middle of sum- 
mer. This prediction seems safe, even 


_after discounting the large amount of 


buying of used cars, which is inevit- 
able because of the greatly lowered 
cost in this field. 

“The public will buy, for it has been 
assured that manufacturers have de- 
termined what cars are worth, and are 
ready to sell them on a value basis. 





“So, too, there will be an extensive 
buying of accessories, for this year, 
more than ever, there is a general ten- 
dency in that line to eliminate from the 
market everything except those articles 
that have established their value to 
motordom. Also there are many new 
devices of high grade which seem to 
be almost a necessity to the car owner 
of the present day who seeks every 
help, every convenience, that the ac- 
cessories makers can offer.” 


Good Accessory Values 


The character of the accessories dis- 
played disclosed an effort on the part 
of the manufacturers to give the in- 
dustry stability. By that we mean the 
cheap and in the end unprofitable ac- 
cessory to the consumer and the dis- 
tributor is passing. Price, just so long 
as one man trades with another, will 
play an important part in the transac- 
tion, but the day when the consumer 
will be satisfied with anything he can 
get has passed, at least for the time 
being. 

Better values are being put behind 
their accessories by the manufacturers, 
and better efficiency, in addition. Re- 
sale prices have been adjusted during 
the past fourteen months to a basis 
where the consumer, before long, must 
realize represents no more than a fair 
profit to the retail dealer and manu- 
facturer. Some people already realize 
this fact. More and more will as the 
spring months advance. 

The automotive industry, like the 
telephone; has come to stay. Granting 
that true, the automobile accessories 
business has come to stay. People are 
going to continue making money pro- 
ducing such things, and people are go- 
ing to continue making money selling 
them. 

That, in a nutshell, is the impression 
one took away from the Boston Auto 
Show of 1922. 





Aid Hardware Co. Conducts 
Sales 


On March 17 and 18 the Aid Hard- 
ware Co., West Plains, Mo., celebrated 
Oliver Plow and American Fence 
Days with a spectacular sale on useful 
articles. Big values were offered at 
lower prices. Free ticket in shape of 
a paper cardboard hand, extended as 
in greeting, were sent out to all cus- 
tomers and prospects. Reports indi- 


cate that the residents of West Plains 


took advantage of the sale and brought 
plenty of profits into the till of the Aid 
Hardware Co. 


Fuller & Warren Catalog 


The Fuller & Warren Co., Troy, 
N. Y., has issued a new catalog on 
Stewart One-Pipe Furnaces. In the 
book are found descriptions and pic- 
tures of the company’s plant as well 
as detailed information on the line. 


Hillerich & Bradsby Booklet 


Hillerich & Bradsby Co., Louisville, 
Ky., manufacturers of the Louisville 
Slugger baseball bats, have issued a 
booklet on National Baseball Week, 
celebrated from April 1 to 8, 1922, The 
literature tells of some of the famous 
professional and amateur ball players 
who use this brand of bat and tells the 
purpose of Baseball Week and what it 
means to the dealer who carries sport- 
ing goods. 
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Trade Commission Aims Body Blow At Jobber 


Holds Manufacturers Must Make Same Price, -For 
Same Quantity and Quality, to Wholesaler, 
Buying Club, Chain Store and Retailer 


WASHINGTON, March 20, 1922. 

HE Federal Trade Commission 

will put the jobber off the map, if 

it is sustained by the highest 
courts, in a decree just issued against 
the Mennen Company directing that 
company to “cease and desist from dis- 
criminating in net selling prices, by any 
method or device, between purchasers 
of the same grade, quality and quan- 
tity of commodities, upon the basis of 
a classification of its customers as job- 
bers, wholesalers or retailers, or any 
similar classification which relates to 
the customers’ form of organization or 
business methods.” 

The order further provides, however, 
that nothing contained therein shall 
prevent discrimination in prices be- 
tween purchasers of commodities on ac- 
count of differences in grade, quality or 
quantity or that makes only due allow- 
ance for differences in the cost of sale 
or transportation, or that is a dis:rim- 
ination in prices in the same or differ- 
ent communities made in good faith to 
meet competition and not in restraint 
of trade.” This provision of the order 
obviously confers no rights upon any 
class of merchants or manufacturers 
not heretofore enjoyed. 


Proceeding Is Test Case 


The commission’s decree in the Men- 
nen case is the first application of Sec- 
tion 2 of the Clayton Act to a price 
discrimination made by a seller be- 
tween two classes of customers each 
buying the same quantity of the same 
commodity. It puts a co-operative buy- 


By W. L. CRouNSE 


ing agency on equal terms with the 
jobber or wholesaler. It does not re- 
quire a manufacturer to give a quantity 
discount, but when such discount is 
given it must be granted to all pur- 
chasers alike. 

To the readers of HARDWARE AGE 
the decision in the Mennen case is of 
special significance. To those who are 
familiar with the complaint issued 
many months ago against the Southern 
Hardware Jobbers’ Association the de- 
cree in the Mennen case appears to 
foreshadow a decision adverse to the 
jobbers and in favor of the complain- 
ants, who are classified throughout the 
proceedings in the general category of 
buying clubs. 

That the commission’s decision in the 
Mennen case will be regarded as revo- 
lutionary by business men in all lines 
goes without saying. Those who have 
followed the proceedings most closely 
are of the opinion that the commission 
is far from sure of its ground, but has 
decided to clarify the law by causing it 
to be construed by the United States 
Supreme Court in a notable case in 
which the issues are indisputable. 


As Viewed by Mennen’s Counsel 


Counsel for the Mennen Company 
take this view of the matter. In a 
statement which foreshadows the prob- 
able future course of the Mennen Com- 
pany with respect to an appeal, Gil- 
bert H. Montague, chief counsel for the 
Mennen Company, says: 

“The Federal Trade Commission, in 
an order issued March 3, 1922, in a test 


case against the Mennen Company, lays 
down the rule that a manufacturer 
must sell his products, if they are uni- 
form in quality, at absolutely the same 
price in the same quantity, to all pur- 
chasers, whether they be consumers or 
distributors, wholesalers, single retail 
stores, big department stores, chain re- 
tail stores, ‘mutuals,’ ‘co-operatives,’ or 
‘buying clubs,’ and if the manufacturer 
grants any quantity discounts at all, 
that he must allow them indiscriminate- 
ly to all pugchasers in the same quan- 
tity, whether they be consumers or dis- 
tributors, wholesalers, single retail 
stores, big department stores, chain re- 
tail stores, ‘mutuals,’ ‘co-operatives’ or 
‘buying clubs.’ 

“No such order has éver been made 
by the Federal Trade Commission, or 
by any court, and it is understood that 
the Federal Trade Commission, in an- 
nouncing this interpretation of the law, 
hopes that it may be reviewed and the 
question finally disposed of by the 
higher Federal courts. 


Law May Be Revolutionary 


“Throughout the litigation the com- 
mission has indicated, in the friendliest 
spirit, that in selecting the Mennen 
Company as the respondent in this 
test, the commission sought merely to 
litigate an interpretation of the law 
that concededly was new, but which 
the commission felt in duty bound to 
bring up for determination. Since com- 
mencing this proceeding the commission 
has brought a number of others, all 
based on this view of the law; and if 
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this view shall prove to be correct, it 
is plain that the Federal Trade Com- 
mission Act and the Clayton Act are 
much more revolutionary than has thus 
far been suggested in any court deci- 
sions, or has been imagined by the busi- 
ness community generally. 

“The Mennen Company has under 
consideration the question of a review 
of the commissioner’s decision by the 
Circuit Court of Appeals.” 

In view of the tremendous importance 
of the issues in this case to manufac- 

_ turers and merchants alike, readers: of 
HARDWARE AGE will be interested in an 
abstract of the findings of the commis- 
sion based upon a vast amount of testi- 
mony taken by both sides since this pro- 
ceeding was initiated. These findings 
are in part as follows: 


The Commission's Findings 


“That respondent has adopted a plan 
for the allowance of trade discounts in 
the marketing of its products and in 
pursuance of such plan respondent did, 
on or about Jan. 1, 1917, classify, and 
continues to classify, its customers into 
groups according to a basis of selec- 
tion adopted by it, and has allowed and 
does allow to purchasers of the same 
quantity and quality of the same prod- 
ucts different discount rates, according 
to the classification of such purchasers 
by respondent. 

“At all times since Jan. 1, 1920, said 
respondent has given its customers clas- 
sified and designated by it as ‘jobbers’ 
or ‘wholesalers,’ when selling in quan- 
tities of ten gross or more, a trade dis- 
count of 10 per cent and 5 per cent 
from its list prices, and a cash discount 
of 3 per cent, while to its customers 
classified and designated by it as ‘re- 
tailers,’ when selling to them in quanti- 
ties of ten gross or more, it has given 
a trade discount of 10 per cent from 
its list prices, and a cash discount of 
5 per cent, list prices being identical 
in both instances, thus discriminating 
in price between its customers buying 
like quantities, of the same commodi- 
ties. That previous to Jan. 1, 1920, and 
subsequent to Jan. 1, 1917, similar price 
discriminations were made by respon- 
dent between said classes of customers 
in the sale of like quantities of the 
same commodities, such discrimination 
having varied in amounts at various 
times between said last two dates men- 
tioned. 


Used Distinctive Price Lists 


“The price lists issued by respondent 
for its said products, applying to its 
customers classified and designated by 
it as ‘jobbers’ or ‘wholesalers,’ were 
usually distinctive in color, and it was 
the practice of said respondent not to 
circulate said ‘Wholesalers Price List’ 
among its customers classified and des- 
ignated by its as ‘retailers,’ and as a 
consequence said ‘retailers’ were at 


times, if not usually, in ignorance of 
the fact that such price lists had been 
issued or circulated, or that any other 
class of customers were being sold 
respondent’s products by respondent at 
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a lower price or at higher discounts 
from list than was being received by 
said retailers upon the same quantities 
of the same commodities. 

“Respondent has placed in the class 
designated by it as ‘retailers,’ co-opera- 
tive and mutual corporations organized 
as corporate entities, buying from the 
manufacturers or importers in whole- 
sale quantities, maintaining stocks of 
products of manufacturers and distrib- 
uting said products in wholesale quan- 
tities to retail dealers in such products, 
and selling none of such products at 
retail or to ultimate consumers. 


Jobbers Have No Special Activities 


“That the distributors of respon- 
dent’s products classified or designated 
by it as ‘jobbers’ or ‘wholesalers’ have 
no activity in common relevant to their 
classification as ‘retailers’ or ‘whole- 
salers,’ in the ordinary acceptation of 
the terms, except in purchasing prod- 
ucts in wholesale quantities from im- 
porters or manufacturers and distribut- 
ing in wholesale quantities to dealers, 
and that many co-operative and mutual 
corporations classified and designated 
by respondent as ‘retailers’ are also en- 
gaged in purchasing products in whole- 
sale quantities from importers and 
manufacturers, and in distributing such 
products in wholesale quantities to 
dealers.” 

Counsel for the Mennen Company 
take sharp issue with the finding that 
the distributors of its products which 
it classified as jobbers, “have no activ- 
ity in common relevant to their classi- 
fication, except in purchasing products 
in wholesale quantities.” Counsel as- 
serted emphatically that the jobbers 
performed a special service which is not 
performed by co-operative buying con- 
cerns and which entitles them to the 
special discounts allowed. Counsel’s 
contention in this respect will be more 
fully set forth later in this analysis of 
this most interesting case. 

Continuing, the commission 
forth its findings as follows: 


Many “Mutuals” Cut Off 


“At least fifty-three concerns, many 
of them corporations co-operative or 
mutual in form and functioning as dis- 
tributors at wholesale, were so classi- 
fied and cut off by respondent from its 
best prices and discounts when pur- 
chasing the same quantities of the same 
commodities as other buyers to whom 
such best prices and discounts were al- 
lowed, 

“That in each and every case the cor- 
poration thus classified was in active 
competition in the sale of respondent’s 
products with concerns classified and 
designated by respondent as ‘jobbers’ 
and ‘wholesalers,’ which were given 
lower prices and better discounts by 
respondent in the purchase of the same 
quantities of the same commodities. 

“That such classification of its cus- 
tomers into ‘jobbers,’ ‘wholesalers’ and 
‘retailers,’ so designated by it, so far 
as it relates to corporations mutual or 
co-operative in form of organization, 
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whose capital stock is held by retail- 
ers in the same line of trade, which 
said corporations function as wholesale 
distributors, is used by respondent as 
a basis for denying to such corpora- 
tions the prices and terms in the pur- 
chase of said products of said respon- 
dent accorded to other concerns likewise 
functioning as wholesale distributors, 


but classified and designated by re- 
spondent as ‘jobbers’ or ‘wholesalers.’ 


Tried to “Break Up” Co-operatives 


“That discrimination in price by re- 
spondent in the sale of its said prod- 
ucts, between its customers classified 
and designated by it as ‘jobbers’ or 
‘wholesalers’ and its customers classi- 
fied and designated by it as ‘retailers’ 
so far as it relates to corporations, mu- 
tual or co-operative in form of organi- 
zation, functioning as distributors at 
wholesale, is practised by respondent 
for the purpose of placing such corpora- 
tions at a competitive disadvantage as 
compared with the respondent and with 
the other concerns classified and desig- 
nated by it as ‘jobbers’ or ‘wholesalers,’ 
and is used and has been used as an in- 
strument to ‘break up’ such corpora- 
tions, co-operative or mutual in form 
of organization and functioning as dis- 
tributors at wholesale. That such pol- 
icy was adopted after protests were 
made individually and at conventions of 
the National Wholesale Druggists’ As- 
sociation against respondent’s policy 
practised prior to Jan. 1, 1917; that said 
policy was discussed by respondent with 
said ‘wholesalers’ and approved by them 
and that said policy consisted essential- 
ly in discriminating against said cor- 
porations, co-operative or mutual in 
form of organization, and functioning 
as distributors at wholesale, as com- 
pared with ‘jobbers’ or ‘wholesalers’ so 
classified and designated by respondent. 
That said policy so practised by respon- 
dent against said corporations co-op- 
erative in form and functioning as 
wholesalers, in favor of ‘jobbers’ or 
‘wholesalers’ so designated by respon- 
dent, served as a basis for an under- 
standing between said latter class and 
respondent herein, that said ‘jobbers’ 
and ‘wholesalers’ should push the sale 
of said respondent’s products more vig- 
orously than the sale of products of 
other manufacturers, refusing so to dis- 
criminate against such co-operative cor- 
porations and in favor of said ‘jobbers’ 
or ‘wholesalers’ so designated by re- 
spondent. 


Discrimination Hinders Competition 


“That in each section. or territory 
where respondent in the sale of its 
products practised or does practise dis- 
crimination in discounts, and therefore 
in prices, such discrimination has a 
dangerous tendency unduly to hinder 
competition between the wholesale dis- 
tributors of respondent’s products in 
interstate commerce, and likewise retail 
distributors in the same line of com- 
merce, 

“That an overwhelming majority of 
manufacturers marketing drugs and 
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kindred products sell to co-operative or 
mutual corporations engaged in selling 
exclusively to the retail trade at the 
same prices and upon the same terms 
as to other concerns engaged in sell- 
ing exclusively to the retail trade. In 
the entire drug and sundry trade in the 
United States less than six manufac- 
turers discriminate in price, quantity 
and quality being the same, in favor of 
the class of purchasers designated by 
. respondent as ‘jobbers,’ as against co- 
operative or mutual corporation en- 
gaged in selling exclusively at whole- 
sale to the retail trade.” 


Economies of Buying Clubs 


An interesting feature of the com- 
mission’s finding is a statement of the 
methods which, it declares, are em- 
ployed by co-operative buying concerns 
in obtaining goods at low cost in order 
that they may offer to retailers a whole- 
sale distributing service at a minimum 
of expense. In this connection the com- 
mission finds: 

“By keeping in touch through mem- 
bership or a permanent sales ar- 
rangement with customers, and thus 
eliminating the necessity and ex- 
pense, to a large extent, of employ- 
ing traveling salesmen making re- 
peated personal solicitation for sale 
of goods. 

“By substituting for personal so- 
licitation, solicitation over the tele- 
phone or by circular or catalogue. 

“Be securing quick turnovers (from 
five to twenty times per year), and 
thus avoiding the necessity of larger 
capitalization or of carrying large 
stocks, thus cutting down overhead 
expenses. 

“By doing business upon a cash ba- 
sis or upon short credit terms, thus 
eliminating bad debts and reducing 
the expense of financing. 

“By having few salaried officers. 


Gave Service at Cost 


“Such service at cost was realized 
in practice by such co-operative as- 
sociations, in some cases, by: 

“Giving customers cost prices, thus 
passing on to them, immediately, all 
lower prices or better discounts se- 
cured from producers, importers or 
manufacturers; or, 

“Giving customers some species of 
dividend or profit of participation at 
the end of fixed periods. 

“Such corporations, co-operative in 
form of organization and functioning 
as distributors at wholesale, but 
classified and designated by respon- 
dent herein as ‘retailers,’ in several 
instances, in addition to sales meth- 
ods outlined above in this paragraph, 
‘have employed a limited number of 
traveling salesmien who personally 
solicit customers in the sale of goods 
distributed by such corporations.” 
Summing up its findings, the com- 

mission declares: 

“That the practices of said respon- 
dent, as hereinbefore set forth and re- 
cited, in the circumstances and under 
the conditions as hereinbefore set forth, 
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are unfair methods of competition in 
interstate commerce, and constitute a 
violation of the Act of Congress ap- 
proved September 26, 1914, entiled, ‘An 


” Aet to create a Federal Trade Commis- 


sion, to define its powers and duties, 
and for other purposes. 

“That the practices of said respon- 
dent as hereinbefore set forth and re- 
cited, in the circumstances and under 
the condition as hereinbefore set forth, 
are in violation of Section 2 of the Act 
of Congress, entitled ‘An Act to supple- 
ment existing laws against unlawful 
restraints and monopolies, and for other 


,” 


purposes’. 
Respondent Ordered to Desist 


The commission’s decree, therefore, 
orders that the Mennen Company, its 
officers, agents and employees “do cease 
and desist from discriminating in net 
selling prices, by any method or device, 
between purchasers of the same grade, 
quality and quantity of commodities, 
upon the basis of a classification of its 
customers as ‘jobbers,’ ‘wholesalers’ or 
‘retailers,’ or any similar classification 
which relates to the customers’ form of 
organization, business policy, business 
methods, or to the business of the cus- 
tomers’ membership or shareholders, in 
any transaction in, or directly affecting 
interstate commerce, in the distribution 
of its products.” 

In the brief filed by counsel for the 
Mennen Company there is an interest- 
ing statement of the company’s view 
of the functions of the jobber, and the 
reasons which induced the company to 
grant jobbers’ discounts for the purpose 
of obtaining the special service ren- 
dered by them, a service which counsel 
contended is in no way paralleled or off- 
set by any function of the so-called co- 
operative buyer. In this connection 
counsel says: 


Function of Jobber 


“Distributors who are not of the ‘mu- 
tual,’ ‘co-operative’ or ‘buying club’ type 
contend, as they have the legal right 
to contend, that they perform for the 
manufacturer a distributing service 
which ‘mutuals,’ ‘co-operatives’ and 
‘buying clubs’ do not and cannot per- 
form, Such distributors resent, as they 
have the legal right to resent, the al- 
lowance by the manufacturer to ‘mu- 
tuals,’ ‘co-operatives’ and ‘buying clubs’ 
of the same discounts that the manu- 
facturer allows to such distributors. 

“The complaint does not charge, nor 
does the evidence show, that the con- 
tention and resentment of the dis- 
tributors above described has even 
proceeded beyond their proper legal 
limits. No conspiracy or combination, 
between such distributors themselves, 
or between such distributors and the 
Mennen Company, for the purpose of 
enforcing such contention or removing 
the cause of such resentment, is charged 
in the complaint or shown in the evi- 
dence. 

“The Mennen Company, however, 
after seriously studying its distribution 
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problem, reached the conclusion, volun- 
tarily, and not as the result of any 
conspiracy, combination, agreement or 
understanding with the distributors 
above mentioned or with anyone else, 
that the attitude of these distributors, 
individually expressed and individually 
carried out by such distributors within 
their lawful rights, was seriously re- 
tarding the distribution of Mennen 
brands, 


Wanted “Wholesale Co-operation” 


“‘The reason for the change of pol- 
icy and for the inauguration of the spe- 
cial discount to wholesalers,’ declared 
W. G. Mennen, president of The Men- 
nen Company, ‘was to get wholesale co- 
operation. It was to get business for 
Mennen. It is necessary for us to do 
it to meet competition. The general 
practice was with most manufacturers 
that they had a wholesale and a retail 
list, and there wasa difference in the 
two lists. We could produce price lists 
of our competitors which show that the 
wholesalers did get a discount. In ad- 
dition to that, numerous buyers would 
intimate to us that they were getting 
a concession. ~ Wholesalers had not 
made any energetic move to endeavor 
to merchandise our products in the 
south and southwest. In this terri- 
tory, Mennen’s distribution was suffer- 
ing, while other manufacturers did get 
co-operation from wholesalers,’ and the 
reason why other manufacturers were 
receiving co-operation was found to be 
that they gave discounts to such whole- 
salers. ‘By not getting wholesale co- 
operation, pushing the goods, we didn’t 
have distribution in those sections of 
the country to which the business large- 
ly goes.’ 

“The principle on which the Mennen 
Company classified its distributors was 
described by W. G. Mennen, president 
of the Mennen Company, as follows: 


What Jobbers Must Do 


“To be a, wholesaler a man had to 
pursue an active campaign of getting 
business, soliciting by men or having 
canvassers out to sell their catalogs 
as in the case of catalog houses, and 
to educate these users of catalogs in the 
proper use of them and the method of 
buying by catalog, maintaining ac- 
counts, operating accounts, charging 
purchases, deliveries, warehousing and 
general functioning as a retail distrib- 
utor.’ 

“Explaining why ‘mutuals,’ ‘co-oper- 
atives,’ ‘buying clubs’ and chain re- 
tail stores were not placed by the Men- 
nen Company in its ‘wholesaler’ classi- 
fication, Mr. Mennen said: 

“ ‘So-called mutual or co-operative 
organizations are classified as retailers. 
A mutual organization is a collection 
of retailers operating their own stores 
not owned by any one head, as in the 
case of a chain organization. The fact 
that such retailers incorporated and 
called their incorporated company a 
wholesaler makes no difference to the 

(Continued on page 87) 
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New Idea in Store Papers—Small Washing Machine 
Ad Gets Results—New Argument for Selling Bulbs 


Small—But It Has Punch 


No. 1 (2 cols. x 5 in.). 

This ad was used by Faut’s Hard- 
ware Store, Brookfield, Mo., with excel- 
lent results. The layout, we feel, had 
much to do with the ad’s effectiveness. 
It is a dainty set-up and yet it makes 
a prominent display. The illustration 
is especially good and suggests the rest- 
fulness enjoyed by the fortunate house- 
wife who possesses one of these labor- 
saving machines. 

The copy dwells upon the durability 
of the machine, which is an angle that 
is seldom given much consideration in 
washer copy. Note the last statement 
in the ad, which is distinctive from a 
competitive point of view. 

This ad demonstrates better than 
words how hardware dealers can make 
effective use of small space. 


The First Bow 


No. 2 (4 in. x 6 in.). 

Here is a new idea in store paper 
publishing—a store paper quarterly. 
The fact that the paper is so issued 


The THOR is the Washer 
You Want 


Not only because it washes perfectly—and is easy 
e care of—but also because it will stand up 
years and years of hard service without 








It is the only washer on the et using-gears die 
cast with chilled hardened surface. 


FAUT’S 


1—A_ readable set-up and a well-chosen 
illustration give this ad distinction and 
the copy presents a good argument 











allows more time to be spent on each 
issue and also more money. Speaking 
from the latter standpoint, there are 
several features about The Hustler 
worth remembering. 

Being a quarterly, the number of 
pages is increased to twenty-four. A 
cover of heavier paper than the in- 
side stock is used and this carries a 
special drawing and is printed in two 
colors as is the back cover size. The 
store paper is pocket size, the over-all 
dimensions being 5% in. by 7% in. 

We suggest you read the first page 





2—Here’s just the sort of a talk that 
ought to introduce every new store paper. 
The photo gives it a personal touch 


reproduced herewith. Note how the 
paper is “sold” to the customers of the 
hardware store of Smith & Pearson 
(Auburn, N. Y.). We believe such a 
talk a mighty good thing to use in the 
first issue of a newly launched store 
paper. Tell your readers the object of 
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The Producer is Able to Buy 

Difficult times are those which Tt is as important to learn to 
bring real men to the front. You play * as to work well. But be 
get what you pay for IY life. A sure that your play does not inter- 
self- reg | individual does not fere with the zest for your work 
want what he does not pay for. re in the 
Reotober this fact. There is no your recreation 
occasion now or in later life to ome of little interest to 
grumble. The world is before you 
and soe vability to y nds 
our ability to produce. fe The busy man ae hes few idle vis- 
ponidh a] the boiling pot the flies 





3—This reproduction of a store paper 

page illustrates how greater interest is 

secured by combining advertising and 
reading matter 


the paper, what they may expect to find 


and any other details just as Smith & 


Pearson have done in this introductory 
talk. Note particularly in this talk the 
reference to city folks and country peo- 
ple—this is good. The photo of the 
proprietor, George C. Pearson, adds a 
personal touch to this first page mes- 
sage to the store’s trade. 

A few words on the general make- 
up of this quarterly may prove of 
value to those who might desire to issue 
a similar publication. In this connec- 
tion the quarterly idea seems to us an 
answer to those hardware men who say 
they haven’t time enough to get out a 
monthly store paper. While we con- 
sider the monthly idea better without 
question, still the quarterly publication 
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You Are Straining 
YOUR EYES 


if you do not have good light for working and 


the correct size. Our bulbs are long-lived, 


bbs 


75 Watt $ .70 
60 Watt 45¢ 100 Watt $1.00 


See our beautiful table lamps. Pleasing 
styles—reasonable prices “Your family will 
enjoy the home if it is cheerfully lighted.” 


Barker, Rose & Clinton Co. 


109 LAKE ST. 














4—A great many people who may not 
have realized they were straining their 
eyes will realize the fact on reading this 
well-presented argument for better light 


is far better than no store paper at 
all. 

Following the first page, the general 
manager of the store writes an inter- 
esting article on the store and its stock. 
Then follows an article on home-mak- 
ing of real interest to the housewife. 
Next is an important article on “Au- 
burn As a Trading Center,” written 
by the Secretary of the Chamber of 
Commerce. Following this is The 
Hustler’s editorial page... Then comes 
a sprinkling of clipped humor, store 
items, and the pages on which appear 
display ads. Another good idea is a 
story on paint by the manager of the 
store’s paint department, inserted be- 
tween the display paint ads. The ar- 
rangement of the display ads reflects 
excellent make-up judgment. Some 
page ads are used and also the smaller 
sizes. The thing to be careful of in a 
book of this size is not to use too many 
page ads, 

Altogether, we consider The Hustler 
a notable store paper of the quarterly 
type—a store paper that may be classi- 
fied as being in between the mnothly 
publication and the annual or semi-an- 
nual catalog. It has a real place as a 
publicity aid for the hardware man. 


A Sample “Hustler” Ad 


No. 3 (4 in, x 6 in.). 

We reproduce this page from The 
Hustler to illustrate the desirability of 
using ads under a full page in size in 
store papers, particularly those of 
small page size as in the case of The 
Hustler. It will be seen that this re- 
produced page carries greater interest 
by reason of the blocks of reading mat- 
ter under the ad. While the reader 
might pass over a page entirely de- 
voted to advertising, he will pause if 
there is reading matter on the page, 
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and through this reading matter his at- 
tention is led to the ad. This is why 
all advertising men are anxious to have 
their ads placed next to reading matter 
in newspapers, provided their ads are 
under a full page in size. 


Eye-Strain and Electric Light 


No. 4 (2 cols. x 7 in.) 

We consider this ad of Barker, Rose 
& Clinton Co., Elmira, N. Y., a very 
important announcement and one that 
is bound to boost the sale of electric 
light bulbs. There is no doubt that in 
many homes people are injuring their 
eyes through reading and working 
under inadequate electric light. The 
size of the bulb suitable for hall or 
bathroom is certainly entirely un- 
suited for the library table or the 
kitchen or dining room. 

This ad emphasizes the fact that 
lights of different sizes should be se- 
lected and it lists the different sizes 
with prices. Such an ad will bring in 
many bulb customers. 


A Good Store Paper Page 


No. 5 (8 in. x 10 in.). 
Here is an interesting page from the 





White Sewing Machines 
$27.50 


We have for quick sale 5 used 
White Rotary sewing machines at 
$27.50 each.” We guarantee these 
machines to be as good mechanically 
as new ones. Regular price of these 
machines is $60.00. . 
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store paper published by the Davis-Ross 
Hardware Co., West Plains, Mo. It fea- 
tures gardening equipment, paint, 
ranges and sewing machines, as well as 
some smaller items. Note how the use 
of panels brightens up the page. Also 
notice under the caption of “’Twas 
Said” the unique presentation of fishing 
supplies. The Davis-Ross folks believe 
in getting on the job early. 


United Cutlery Co. to Move 


The United Cutlery Co., 107 Franklin 
Street, Worcester, Mass., anticipates 
being established in new and more com- 
modious quarters by April 1 at 115 
Franklin Street. The new store will 
give at least 1000 ft. additional floor 
space. 


Frank G. Richardson Dies 


Frank G. Richardson, Woburn, Mass., 
died recently at his home in that city at 
the age of seventy-five years. Until 
his death Mr. Richardson was employed 
by the Woburn Hardware Co., with 
which his connection had lasted through 
the past twenty-five years or more. 





On Sales Day, March 8, we will 
give free to each women who brings 
a copy of this advertisement to our 
store one of our asbestos hot iron 
holders. The supply is limited, so 
come early. Only one iron holder to 
a customer. Just eut out this ad 
and tring it te our store. 





alarm clocks and are first grade in 





Protect Your House 


The important mission of peint is 
fe protect property from decay and 
vlestruction. You have no doubt seen 
many a good houxe mined beeause 
the owner neglected to protect it 
from the sun, rain and rough weath- 
er. You'll find a paint for every 
purpose in our complete stock. Al- 
ways think of ux as headquarters for 
good paints, brashes and other paint- 
ing needa, 


It’s Time To Plan Your Gar- 
dens and Lawns 


Yes, it will soon be time to plant 
—and cood tools will help to prepare 
the soil properly and to raise health 
ly crops. We are ready now with a 
complete assortment of rakes, hoes, 
weeders, cultivators, planters and 


trowels. You'll find every tool a 
good one and every price reasonable. 
Rakes 50c to $1.40 
Hoes 50c to 85 
Garden mattocks ovens SG 
Spading forks we $1.95 
Garden plows nn 5. 








Send us your mail orders. They 
will be promptly and aceurately 


filled. 











Buy Your Wife A New Range 








o L} 








A new stove or range will not only 
topk hetter.than your,old one, bat 
it will save fuel and add to the at- 
tractiveness of your kitehen. Come in 


and look over our complete stock vt 
the new. reduced prices. 
Cook stoves .)..............$20 to $45 





every way. They are guaranteed for 
one yeat. A real bargain at 95¢. 


POCKET KNIVES—45c 


These knives are of the same high 
class make and grade that we have 
sold on previous sale days at 40c. 
We offer them this day only at 45c. 
Many petterns and sizes to choose 
from. This is your chanee to get a 
good knife cheap. 











In the days before prohibition, 
Mr. MacGregor, strolling up the 
banks of the lake, came apon a city 
visitor fishing, but with nothing in 
hin basket. 

**Man,"’ said MacGregor, ‘‘ ye win- 


bay fising tackle by the number of 
good sportamen who go there for 
fishing supplies. This is the favor- 
ite shopping place of good fisher- 
men beeause car assortment of reds, 
reels, hooks, flies and all other fish- 
ing needs are so complete and out- 
fite from thie store have proven = 
auecessful in eatehing plenty of fish. 
Come te us for your fishing needs 
nnd you'll not be diasppointed. 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, March 20, 1922. 


OTABLE improvement in job- 
N bers’ sales is reported almost 
daily in the local market. Sea- 
sonable goods are in active demand, al- 
though materially improved sales in all 
kinds of staples are reported by both 
retailers and wholesalers. Builders’ 
hardware continues particularly active. 
Collections are reported to be improv- 
ing. Retailers report better store busi- 
ness, and jobbers say that the amount 
of “pick-up” business that is being done 
is better than has been experienced for 
practically a year. 

It is an interesting commentary on 
present business conditions that al- 
though export business is, generally 
speaking, utterly stagnant, the amount 
of domestic business has improved to 
such an extent that a fair proportion 
of the loss sustained by the failure of 
export demand has been absorbed by 
the increased volume of sales in the 
home markets. 

Although last year has been regarded 
in many respects as unprecedentedly 
bad, interviews with a large number of 
retailers and wholesalers in and around 
this section have brought out the fact 
that the actual losses experienced last 
year have not been as drastic as many 
predicted. Severe losses were suffered 
by many firms, but in view of the ex- 
tent and intensity of the business de- 
pression, the actual losses have been 
comparatively nominal. 

With the improvement of tone in the 
general business situation, the number 
of price changes has continually 
lessened. Most of the current changes 
are reported to be delayed readjust- 
_ments and minor alterations, with some 
few exceptions, notably the reduction 
last week of bright wire goods and 
axes. 

Jobbers announce the following price 
changes, effective during the past week. 

Axes have been reduced from $3 to 
$4 per doz. in the local market. 

Bright wire goods have been reduced 
10 per cent. 

Bronze butts have been reduced 10 
per cent. 

Galvanized pails have been reduced 5 
per cent by some of the local jobbers. 

Jobbers report the following an- 
nouncements from manufacturers: 





NEW YORK 


Brainerd Mfg. Co., East Rochester, 
N. Y., issued new price list effective 
March 1. 

Marietta Holloware & Enameling Co., 
Marietta, Pa., is reported to have re- 
duced prices approximately 10 per cent 
on many of its products. 

Aldrich Mfg. Co., Buffalo, N. Y., is 
reported to have issued new price list 
March 12 on brass and copper rods. 


Rome Mfg. Co., Rome, N. Y., is re- 
ported to have issued new price list 
March 1. 


Wickwire Spencer Steel Corporation, 
New York City, reduced prices on its 
line of music wire 3c. per Ib. March 9, 
and it has also issued a new list of 
extras dated Feb. 1, but is reported to 
have made no change in base prices. 

Clayton I. Hugy & Sons, Philadelphia, 
Pa., are reported to have reduced prices 
on cotton waste March 11. 


Wellen Hardware Foundry Co., 
Horseheads, N. Y., is reported to have 
made price reductions March 15 on well 
wheel molasses gates and hay fork 
pulleys. 

Theodore J. Ely Mfg. Co., Girard, 
Pa., is reported to have issued a new 
price list effective March 13. 

Automobile Accessories.—Jobbers re- 
port better business in many items in 
this line, and anticipate a good spring 
and summer demand, - 

Awning Rope.—lInterest in this line is 
slight at present. The prevailing quo- 
tations are expected to hold firm. 


Jobbers’ quotations, f.o.b. New York: 
Awning rope, ¥ in., 37c. net per Ib.; 4 
in., 36c. per Ib. net; #, in., 36c. per Ib. fet. 


Bolts and Nuts.—Numerous small 
orders are being received and filled 
every day for these articles, local job- 
bers report. Wholesale stocks are in 
good condition and prices are fairly 
steady. 


Jobbers’ quotations, f.o.b. New York: 

Square nuts, No. 50, per Ib., 4 in., 19c.; 
fs in., 18c.; % in., 16c.; in., 15c.; % in., 
13c.; % in., 12¢c.,, and % in., 11lc. 

Common carriage bolts, by 6 and 
smaller, 60 per cent; longer and thicker, 60 
per cent. 

Machine bolts, 
and 6 per cent; 
and 5 per cent. 

Semi-finished hexagon nuts, * and 
smaller, 80 to 80-10 per cent; larger and 
thicker, 75 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, new 
list 50 and 10 per cent; brass, 4/32-14/20, 
75, 10 and 5 per cent, new list. 

Lock washers, 50 per cent. 

sani bolts, steel, bright finish, 60 per 
cen 


by 4 and smaller, 60, 10 
arger and thicker, 60, 10 


: Iron rivets, 60 per cent; solid 
rivets, 40 per cent. 
Stove bolts, 80, 10 to 80, 10, 10 per cent 
al screws, 65 per cent to 65 and 10 per 
cent. 


Builders’ Hardware.—Activity in this 
line is actual as well as_ potential. 
Legislative difficulties over the failure 
to pass a number of bills for relieving 
conditions in the housing situation have 
introduced elements of uncertainty 
among contractors and jobbers in this 
locality. Unless something of an un- 
expected legislative nature interferes 
with present plans, the demand for 
builders’ hardware is expected to ma- 
terially increase within the next two 
months. 


Jobbers’ quotations, f.o.b. New York: 

Cylinder front door sets, wrought bronze 
metal, escutcheons 10% x in., inside 
7 x 2% in. three paracentric keys, dull 
brass finish, $6.25 each. Antique copper, 
$6.25 each. Bit key front door sets, wrought 
bronze metal, escutcheons 10% x 2% in., 
swivel spindle, three nickel keys, dull brass 
finish or antique copper finish, $2.40 each. 
Mortise lock sets, wrought steel, escutcheons 
7 x 2% in., knobs 2% in., one set in a box, 
finish dull brass or antique copper, $7 per 
doz. Case lots, 5 doz., $5.90. Colonial sec- 
tional handle set for residence front door, 
wrought bronze metal, outside handle and 
cylinder inside knob and escutcheon with 
turn knob lock, 5% x 3% in., dull brass 
finish, $7.50 each. Bathroom sets, operated 
by thumb knob, nickel plated, steel knob 


copper 


and escutcheon, 80c r set. Bronze knob 
and escutcheon, $1.25 per set. Glass knob, 
bronze, escutcheon, $1.90 per set. 


Glass push plate for swinging doors, 

3 x 12 in. bevel edges, square corners, bored 

for screws, $3.75 r doz. Wrought steel 

push plates, round corners, 2% x 10 in., 

= brass or antique copper finish, $1.65 per 
OZ 


Store door handles. wrought steel, plate 
3 x 12 in., dull brass or antique copper, 
$2.25 per set, 

Same, with plates 3% x 14% in. and 
handle for each side of door, same finishes, 
$2.85 per set. 

Upright rim locks, cast iron, 4 x 3% in., 
escutcheon and screws, $1.87 ner doz. 

Casement fasts, cast iron dull brass mor- 
tise stripe. right or left hand, 1 x 1% in., 
$1.35 per doz. 


Cultivators.—Interest is reported to 
be improving. Prices are steady and 
stocks in good condition. 


Jobbers’ quotations, f.o.b. New York: 

Cultivator, 3 forged steel prongs, can be 
used as a hoe, weeder, etc., 4-ft. ash handle, 
$6.78 per doz. net. Same, with -wheel plow 
attachment, detachable handle, 5 forged 
steel prongs, 414-ft. ash handle, $9.08 per 
doz. net. Cultivator, with adjustable steel 
parts, 4 teeth, cold pressed, malleable iron 
socket, polished hardwood handle, 4 ft. long. 
$9.08 per doz. net. Garden cultivator, 18-in. 
wheel, with 1%-in. tire, consists of mold- 
board, sweep, reversible bull tongue rake 
and wrench, $2 each net. Garden cultivator. 
24-in. wheel, % x % in. rim_ cultivator, 
sweep, reversible shovel, 1% x 3% x 11-in 
rake and wrench, $2.35 each net. 


Galvanized Ware.—A reduction of 5 
per cent was made in the price of ga!- 
vanized pails during the past week by 




















March 28, 1922 


some of the local jobbers. Interest is 
reported to be improving. Stocks are 
fair. 


Prices to retailers, f.0.b. New York: 

Galvanized sheets, No. 28 gage, $4.50 to 
$4.75 per 100 Ib. 

Jobbers’ quotations, f.o.b. New York: 

Galvanized beg 8-qt., $2.15; 10-qt., $2.30; 
12-qt., $2.50; 14-qt., $2.85; 16- at., $3.45. Ex. 
tra heavy, 12-qt., $3.35; 14-qt., $3. 65; 16-qt., 


Fe ye rR tubs, No. 1, $7.85; No. 
2, $8.80; . $10.25; all per doz. 


Grass Fach se = am wa is re- 
ported, and price tendencies are said 
to be firm. 


Jobbers’ quotations, f.o.b. New York: 

Grass Hooks, Little Giant, $5.35 per doz. 
Village Blacksmith, $5.65 per doz. Lighten- 
ing, $4.50 per doz. English Plain Back, No. 
2, $5.70 per doz. English Plain Back, No. 
3, $6.10 per doz. English Riveted Back, No. 
3, $7.70 per doz. 


Hose Clamps and Couplings.—In- 
quiries are increasing for those items. 
Prices are steady; stocks ample. 


Jobbers’ quotations, f.o.b. New York: 

Brass hose clamps, for %-in. hose, 42c. 
per doz. Steel hose clamps, for %-in. hose, 
37c. per doz. Clinching hose couplings for 
5g-in, hose, $2.65 per doz. Wrought brass 
hose couplings for %-in. hose, +1.4b e° 
doz. For %-in. hose, $1.45 per doz. For 
%-in. hose, $1.45 per doz. 


Hose Reels.—The same conditions 
prevail for these articles as reported 
for hose clamps and couplings. 


Jobbers’ quotations, f.o.b. New York: 

Hose reels, all metal with channel steel 
frame, cast iron wheels, 9-in. corrugated 
steel drum, steel arms, enameled green and 
black, capacity 100 ft., %-in. hose, $25.25 
per doz. net. Same with steel rope, elec- 
trically welded together, japanned, galvan- 
ized steel drum, diameter of wheel 21% 
n., length of handle 28 in., capacity 100 ft. 
of garden hose, $30 per doz. net. ame, all 
metal tubular frame, corrugated, galvanized 
steel drum, tubular steel wheels, enameled 
gee. height of reel 21 in., capacity 100 ft., 

42 per doz. net. Same, with height of reel 
24 in., 100 ft. capacity, $48 per doz. net. 

Lawn Mowers.—Suburban dealers 
are placing orders, jobbers report, and 
a good business is expected. Prices are 
firm, 

Jobbers’ quotations, f.0.b. New York: 

Lawn mowers, 3 blades, adjustable bear- 
ings, 8-in. side wheel, finished in pea green, 
gold striped, 10-in., $5 each net; 12-in., $5 
each net; 14-in., $5.30 each net ; 16- in., 
each net; 18-in., $5.95 each net. Bali bear- 
ing lawn mower, 3 blade, adjustable bear- 
ings, 8-in. drive wheel, finished in gold, 
aluminum and blue, 12- in., $6.35 each net; 
14-in., $6.70 each net; 16- in., $7.05 each net; 
10%-in. raised open drive wheel, 4 tem- 
pered steel blades, reel 6-in. diameter, fin- 
ished in aluminum, gold and green, red and 
oe Ap ee $9.25 each net. Same. 16-in., 

net; same, 18-in., $10.25 each 
net; 20-1 “i $10.85 éach net. 

Brass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers, 16 to 20-in., $13.13 per doz. net. 


Linseed Oil.—Activity in this line is 
reported to be improving. Price ten- 
dencies are slightly “bullish.” Local 
stocks are fair and most of the orders 
that are being received at present are 
for small lots. 


Prices to dealers, f.o.b, New York: 

Linseed oil, in lots of less than 5 bbl., 
$4c. to 96c. In lots of 5 bbl. or more, 90c. 
to 92c. Carlots, 87c. to 89c. Boiled oil 2c. 
Extra double boiled oil 3c. extra per gal. 


Nails.—Quotations vary considerably 
in the local market. Activity is mostly 
for small lots. Price shading for quan- 
tity purchases is still prevalent. 


Jobbers’ quotations, f.o.b, New York: 

Wire nails, $3.15 to $3.25 base, per keg. 
Cut nails, $4 to $4.25 base, per keg. Coated 
nails, $3 to $3.15 base, per keg. ire nails 
and brads, in small lots, 75 to 10 per cent 
i) st. 


Naval Stores.—Moderation seems to 
be the guiding principle of buyers in 
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this market. Price tendencies are said 


to be upward. 


Prices to retailers, f.o.b. New York: 

Spirits of turpentine, in bbl., yard basis, 
85e. to 88c. 

Rosin, on a basis of 280 Ib. to a bbl.. B 
grade, $5.15 to $5.20; D, $5.20 to $5.25; 
BE, $5.30 to $5.35; WW, $7.50 to $7.65. 


Pruning Shears.—Increasing buying 
was reported by jobbers during the past 
week. Prices are firm. Stocks ample. 


Jobbers’ quotations, f.o.b. New York: 

Pruning shears, cast iron, steel blades, 
coppered wired coil spring, $4.65 per doz. 
net. Same, with malleable handle, flat 
springs, $8 per doz. California pattern, 
9-in. size, $8 per doz. Same, nickel plated, 
$14.70 per doz. Ladies’ model, nickel plated 
shears, $13.40 per doz. 


Poultry Netting Staples.—-Good de- 
mand, steady prices, fair stocks prevail 
in the local wholesale market. 


Jobbers’ quotations, f.o.b. New York: 
Poultry netting staples, 10 lb. boxes, 7c. 
per lb. In 100 Ib. kexes, » (5 per Kee 


Rope and Twine.—More activity is 
reported than has been experienced for 
some time past. Price tendencies are 
reported to be fairly even. 


Jobbers’ quotations, f.o.b. New York: 

Manila rope, No. 1 grade, 18c. to 19%ec. 
per lb. Hardware grade, 16c. per Ib. Sisal, 
No. 1 grade, 15c. per Ib.: sisal, No. 2 grade, 


13c. per Ib. Bolt rope, 20c. to 22c. per Ib. 
Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 20%c. to 25%c. per Ib. India 


hemp twine, No. 6, 16c. to 18c. per Ib. 

Screens and Screen Doors.—Interest 
in screens and screen doors is constant- 
ly increasing with the approach of 
warmer weather, and some excellent 
sales have been reported in these items. 
During the fall of 1921 the principal 
manufacturers of screen doors reduced 
prices on common doors 40 per cent and 
on other patterns to the extent of 35 
per cent. The ‘advance recorded on 
Jan. 14 (because of increased cost of 
lumber) was approximately 10 per cent 
over low prices. Taking this advance 
into consideration there is still a re- 
duction of about 35 per cent on com- 
mon doors and about 27 per cent on 
fancy doors. 


Jobbers’ prices f.0.b. New York: 

Continental screens No. 1833, $6.05 per 
doz.; 2233, $5.80 per doz.; 2433, $6.20 per 
doz.; 2833, $7.20 per doz.; 2837, $7.65 per 
doz.; 3033, $7.50 per doz 


Competitor screens, No. 1, $4.30 per doz.; 


per doz.; 3, $5.80 per doz.; 4, $6.25 


per doz. 

All metal screens, No. 15, $5.40; No. 18, 
0; ow Ot Oe 05; No. 39, $9.55. 

Scre doors—Continental, 2/6 x 6 1/6, 
No. 241, $18.14; No. 281, $19.30; No. 288 G, 
$24.60; No. 314, $27.50; No. 457 G, $22.65, all 
per dozen. 

Screws.—Numerous orders for small 
quantities and a steady “pick-up” busi- 
ness characterize this line. Prices are 
reported to be steady, although quite 
a wide range in quotations exists. 

Jobbers’ quotations, f.o.b. New York: 

Wood screws, flat head bright, 85 per 
cent; flat head, galvanized, 70 per cent; 
round head, 82% per cent; round head 
nickeled, 72% per cent; round head, brass, 
77% per cent; flat head, brass, 80 per cent; 
round head, brass nickeled, 72% per cent. 

Extra discounts quoted by focal jobbers 
range from 15 to 25 per cent. 


Screen Cloth.—A number of early de- 
liveries have already been made by 
local jobbers. Increased activity is ex- 
pected. Prices are steady. 

Jobbers’ quotations, f.o.b. New York: 

Black screen cloth, 12 mesh, $2.15 per 100 
sq. ft. net. 

Opal screen cloth, 12 mesh, $2.64 per 100 

» et. 
et 13 mesh heavy, $4.40 per 100 sq. ft. 

Pearl, 12 mesh, $4.25 per 100 sq. ft.; 14 
mesh, $4.50; 13 mesh, extra heavy, $5.75. 
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Spading Forks.—More activity fea- 
tured these articles last week. Prices 
are firm. 


Jobbers’ quotations, f.o.b. New York: 

Spading forks, 1l-in. angular tines, steel 
cap ferrules, 5 tines, wood D handle, bronze 
finish, $21.40 per doz. net. Same, 5 tines, 
malleable D handle, bronze finish, strap fer- 
rule, $19.20 per doz. net. Same, 4 tines, 
4%-ft. handle, bronze finish strap ferrule, 
$12.15 per doz. net. 


Sprinklers.—Weakness in the gal- 
vanized sheet market is expected to 
affect this line in the near future. Job- 
bers say, however, that any price re- 
ductions that may be made will be com- 
paratively insignificant. This line dur- 
ing the past week was rather uncertain. 

Jobbers’ quotations, f.o.b. New York: 


¥ alvanized sprinklers, 4-qt.. $6.35; 6-qt., 
$7.35; 8-qt., $8.15; 10-qt., $9.35; 12-qt., 
$10. 65 }. 16-qt., $13.45; all per doz. net. 


Tar and Sheathing Papers.—Renewed 
interest was manifested last week in 
this line following the new prices issued 
a week ago by local jobbers, 


Jobbers’ quotations, f.o.b. New York: 

Hard felt, No. 3 standard roll, $1.40 per 
roll. 

Certain-teed roofing, No. 1, $1.50 per roll: 
No. 2, $2.02 per roll: No. 3, $2.45 per roll. 

Red sheathing paper, 36 in. wide, 500 
sq. ft. in a roll, 25 Ib. roll, 50c. per roll, and 
30 Ib. roll, 75c. “per roll. 


Trowels.—Steady prices, fairly large 
stocks and increasing interest feature 
this line. 


Jobbers’ quotations, f.o.b. New York: 

Ladies’ flower trowel, heavy one-piece 
steel blade. 5%-in., half polished and enam- 
eled maroon, stained handle, 85c. per doz. 
net. Garden trowel, 6-in. tinned steel 
blade, black enameled handle, riveted tang, 
75e. per doz. net. Florists’ trowel, heavy 
solid steel, 6-in. blade, half polished, riveted 
shank, hardwood handle, $1.15 per doz. net. 
Garden trowel, one-piece heavy cold-roll 
steel. 11%-in. over all, blue finished, $2.15 
per doz. net.. English pattern garden trowel, 
6-in. forged steel blade, polished and enam- 
eled, length over all 13% in., $2.25 per doz. 
net. Garden trowel, 6 in., solid socket,. 
forged steel, full polished, grip handle, $6.75 
per doz. net. 


Turf Edgers. — Improvement was: 
noted during the past week in buying 
interest. Prices are steady; stocks; 
fair. 


Jobbers’ quotations, f.o.b. New York: 

Turf edger, cast steel blade, bronzed! 
finish shank, 4%4-ft. handle, socket style, 
$10.25 ner @oz. net. Same, shank style; 
$9.20 per doz. net. 

Window Glass.—Every day develops 
new interest in this line. Increased 
building will mean increased sales im 
window glass. The general tone of the 
glass market is healthy. 

Prices to retailers, f.0.b. New York: 

A single, 84 to 87 per cent; B single win- 
dow glass, 85 to 88 per cent; A double, 85 
per cent; B double, 87 per cent. List of 
March 1, 1913. 


Wire Goods.—This is one of the most 
active lines in the local market. Wire: 
products of all kinds are in excellent 
demand. A number of jobbers have al- 
ready made deliveries, especially to 
suburban points. Prices are apparently 
steady, and stocks in fair condition 
among the local wholesalers. 

Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after weav- 
ing, factory shipment, 50, 5 per cent; from 
New York stock, 45 to 50 per cent. Poultry 
netting, galvanized before weaving, factory 
shipment, 50-10-5 r cent. 


Square mesh wire cloth, 2x 2, New York 
stock, $4.75 to $5 per 100 sq. ft. 


Wireless Equipment.—The demand 
exceeds the supply. Exceptional ac- 
tivity features this line throughout this 
locality. 
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Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, March 18. 

PRING seems to have come and 
S there is a tendency to leave the 

overcoats at home. However, a 
change may be expected before the 
warm days arrive for good. Conditions 
in and around this city are steadily 
improving. The combined bank de- 
posits in Chic showed a gain of 
$94,200,000 overSthe showing of Dec. 
31, 1921. Liquifation and ease of 
money accounts is given as the reason. 
Collections are reported to be improv- 
ing which would tend to show that 
money is beginning to move from the 
farmer to the retailer. 

The steel mills report further activ- 
ity in this vicinity. For the first time 
in over a year the Gary mills of the 
leading interest are producing at 80 
per cent of capacity. 

The railroads continue to take a 
goodly tonnage of track materials and 
are now putting in inquiries for cars. 
The inquiries now.in the market include 
4500 for the C., M. & St. P., 2750 for 
the C. & N. W. and 4000 for the N. & W. 

Most of the packers report that all 
hides are sold up to April 1. This is 
an unusual condition as it has been 
hard to meet the competition of for- 
eign trade and shows that there is in- 
creased activity in the leather mar- 
kets, 

The Association of Commerce re- 
ports a good attendance of out of town 
merchants during the first Spring 
Buying Week which they maugurated. 
These dealers all stated that their far- 
mer trade in general was much en- 
couraged over the advances on their 
produets. More merchants. visited this 
market last week than the week be- 
fore or the same week one year ago. 
Buying was reported to have been con- 
servative and most merchants ex- 
pected to continue on that basis for 
the rest of the year. 

Reports last Saturday showed 131,- 
000,000 bushels of milling and elevator 
stocks still on the farms while 73,000,- 
000 bushels are in the mills and coun- 
try elevators. Corn on March 1 still 
in the farmers’ hands was reported to 
be 1,313,000,000 bushels, the second 
largest on record. Farmers are feed- 
ing stock heavily and hogs show the 
heaviest weight in more than ten 
years. The rise in price of both grain 
and hogs has made feeding profitable 
and the surplus still on the farms is 
yet to be sold. 

Building permits last week num- 
bered 260 against 171 for the same 
week a year ago. 

There is nothing new in the way of 
price developments in this section. 
Business is continuing about the same 
as has been reported. There is a feel- 
ing, however, that it is improving 
gradually and a certain note of opti- 
mism can be seen all along the line. 


Automobile Accessories. — Prices 
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have not changed and orders are very 
satisfactory. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, _— each; Twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each; doz. lots each, 
$1.60; weed chains, single lots, 25 per cent 
discount, doz. lots, 33 1/3 per cent dis- 
count; Gray inner tubes, 30 x 3%, $1.35 
each; Red inner tubes, 30 x 3%, $1.90 
each; Bethlehem spark plugs, 36c. each; 
Bethlehem spark plug, mica type, 60c. 


each; Bethlehem spark plug, standard por- 


celain type, 58c.; Splitdorf plugs, 58c. each; 
lots of 100, 56c. each; = ag rng plugs, spe- 
cial for Fords, 50c. each, lots of 100, 48c. 
each; wor Ty: X plugs, 45c. each, lots of 
100, 43c. each; Champion 0 plugs, 53c. each, 
lots of 100, 60c. each. 


Axes.—F all prices for 1922 were an- 
nounced two weeks ago and these fig- 
ures are considered safe for present 
and next season orders. Orders are 
starting well. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted unhan- 
dled axes, 3 to 4 Ib., $11 base; double 
bitted, $16 doz. base; good quality black 
unhandled axes, same weight, single 
bitted, $10 base; single bitted handled axes, 
$11.75 to $19 per doz., according to quality 
and to grade of handle. 


Alarm Clocks.—The demand is good 
and price changes seem unlikely. More 
dealers are becoming interested in 
clocks as a regular line. 


We quote from jobbers’ stocks, f.o.b, 
Chicago: American, $11.76 doz. lots, case 
lots, $11.04 doz.; Blue Bird, $13.20 doz. lots; 
case lots, $12.84; Bunkie, $21, . 
case lots, $20.15; Lookout, $18.20 doz. lots; 
case lots, $12.84 doz.; Sleepmeter, $15.12 
doz. lots; case lots, $14.64 doz. 


Bicycles and Tires.—Indications con- 
tinue to be favorable for an active sea- 
son. Demand is increasing daily as 
spring approaches. Merchants have 
held off placing orders and May 1 
should see this line exceptionally ac- 
tive. 


Builders’ Hardware. — Business is 
keeping up nicely. A steady market 
will do much towards starting small 
home building. 

Copper Rivets and Burrs. — No 
change in the situation has been noted 
and prices are considerably under the 
market. ' 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Copper rivets and burrs, 50 per 
cent discount. 


Chains.—Demand is quite lively on 
the lighter chains, but rather inactive 
on heavy “pound” chains. No early 
change in prices is expected. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chains, $8 per 100 
lb.; weldless coil chains, 50-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz. 

Cutlery.—Sales are increasing stead- 
ily. Pocket knives are in somewhat 
better demand and it is felt that a 
much improved business is being en- 
joyed by the retailer. 


Eaves Trough and Conductor Pipe. 
—Increased activity in this item is 
noted. No price changes are reported. 

We quote from Gophers’ stocks, f.0.b. 
Coleage: 29 gage, in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gaee, 3 in. cor- 
rugated conductor pipe, $4. r 100 ft.; 
——w 3 in. conductor elbows, $1.55 
oz. 

Files.—The demand is showing an 


increase over other months. 


We quote from jobbers’ stocks, f.o.b 


Chicago: American ‘files, 70 per cent off 
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list; Nicholson files, 50-10-10 per cent off 
list; Disston files, 50-10-10 per cent off list; 
Black Diamond files, 50-10 per cent off list, 

Flint Paper and Cloth.—Stocks are 
moving fairly well and no price reduc- 
tions have been announced. 

We quote from jobbers’ stocks, f.o.b, 
Chicago: First quality flint paper, No. 0, 
$4.25 per ream; first quality emery cloth, 
No. 0, $25.50 per ream. 

Galvanized Ware.—There are no de- 
velopments in the price situation, 
Spring house cleaning is bringing out 
an increased demand. 


Glass and Putty.—Generally in- 
creased demand for glass is noted and 
sales are reported as being brisk. 


We quote from jobbers’ stocks, 
Chicago: Single strength A and single 
strength B, up to 25-in. bracket, 86 per 
cent off. Single strength A and single 
strength B ,over 25-in. bracket, 85 per cent 
off. Double strength A, all brackets, 85 per 
cent off. Double strength B, all brackets, 
87 per cent off. Putty in 100-Ib, kits, $3.65; 
commercial putty, $3.60; glaziers’ points 

os. 1, 2 and 3, one doz. packages, 65c. 


Hatchets.—The trade seems to have 
accepted the assurance of the manuv- 
facturers that prices are as low as they 
will be for several months and buying 
has been more general. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality, broad 
hatchets, $16 per doz.; competitive grade 
$12 doz.; warranted shingling hatchets, $13 
doz.; competitive forged shingling hatch- 
ets, $8 doz. 

Hammers.—Manufacturers and job- 
bers both indicate that sales are con- 
siderably improved. Prices are con- 
sidered on a safe basis for normal 
needs for the next ninety days or more. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 

Hickory Handles.—The demand con- 
tinues unusually good and prices are 
firm. 

We quote from jobbers’ stocks, f.o.b. 
oe: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
second growth white hickory, $4.50 doz.; 
No. 1 hatchets and hammer handles, 80c. 
doz.; second owth hickory hatchet and 
hammer handles, $1.20 doz. 

Hose.—Buying is general, but only 
covers the probable sales for the first 
few weeks of the season. A dry sea- 
son will bring in a large quantity of 
orders. Prices are unchanged. 

We quote from jobbers’ stocks, f.0o.b. 
Chicago: + Sag molded reel hose, 
pets 13%c.; %-in. 3-ply good quality 
duck hose, 13%c.; %-in. 4-ply good quality 
tire hose, 16c.; %-in. 5-ply multiple hose, 

c. 


Incubators.—Jobbers report sales 
are about 50 per cent above normal. 
This line is enjoying an unusual run 
and prices are remaining steady. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: ueen line incubators, 35 per 
cent; Brooders Stones, 30 per cent. Manu- 
facturers look for a large demand. 

Lawn Mowers and Grass Catchers.— 
Demand is increasing as the season 
opens, with fair sales. No large ship- 
ments reported. 

We quote from jobbers’ stocks, ; 
Chicago: 12-in., $6.20 each net; 14-in., $5.50 
each net; 16-in., $5.85 each net; 18-in., 
$6.20 each net. Ball bearing lawn mowers, 
4 blades, adjustable bearings, 8-in. drive 
wheel, finished in gold, aluminum and 
blue, 14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive wheel, 
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4 tempered. steel blades, reel 6-in. diam- 
finished in 


eter, aluminum, gold and n, 
red and gold atriped, $9.50 each net. Same, 
16-in., $9.95 each net; same, 18-in., $10.45 


each net; 20-in., $11.15 each net. 

Grass ‘catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers 16 to 20- Zz $13.13 per doz. net. 


Lanterns.— Orders are extremely 
small but the demand is fairly good. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: sy rhs tin lanterns, hot blast, 
$8.25 per doz.; No. 2 Dietz cold blast 
lanterns, $18 per doz.; with large founts, 
$14.25 per doz.; ehest tubular lanterns, $8.25 
per doz.; Dietz Scout, $6 doz.; Competition 
lanterns, No. 0 tubular, $6.65 per doz 

Nuts and Bolts.—Jobbers report an 
increasing demand and sales are nor- 
mal. Prices are unchanged, although 
some makers have withdrawn their low 
prices. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 60-5 per 
cent at list; mall carriage bolts, 65-5 per 
cent off list; large size machine bo ts, 
65-5 per cent off list; small sized machine 
bolts, 70 per cent off list; all stove bolts, 


80 per cent off list; all lag screws, 65-5 per 
cent off list. 


Nails.—An increasing demand is 
noted and good weather is holding up 
these sales. 


We quote from jobbers’ stocks, f.o.b. 
puicnee: Common wire nails, $3 per keg 
ase 


Roller Skates.—This line is moving 
very fast and some factories reported 
behind in orders. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 


Paints and Oil.—Turpentine has in- 
creased 3 cents a gal. Linseed oil is 
steady with no advance last week. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 barrels, 
$1.01 per gal; boiled linseed oil, $1.03 per 
gal.; raw linseed oil, 5 barrels or more 97c. 
per gal.; boiled, 99¢c. per gal.; less 1 per 
cent 10 days. Turpentine in barrels, $1.02 


Office of HARDWARE AGB, 
410 Unity. Building, 
Boston, March 18. 


OMPARATIVELY little of im- 
C portance has developed in this 
hardware territory since the re- 
port of a week ago. Advance buying 
by the retail trade has not begun in 
volume except on a few special things, 
notably poultry supplies. And yet the 
aggregate business booked by the shelf 
hardware jobbers compares favorably 
with that for the corresponding period 
last year. It is not running ahead to 
be sure, but all things considered busi- 
ness is satisfactory. Business spots 
have again developed in the wholesale 
mill supply market. That is, we find 
firms that continue to report increas- 
ing sales, and others that tell of back- 
sliding. In the heavy hardware trade, 
dealings continue to expand slowly. 
Retail dealers interviewed this week 
- were not overburdened with optimism. 
In a great many of the New England 
towns and smaller cities industry, al- 
though improving in general, is still on 
reduced operating time. Textile labor 
troubles exist in others; inactivity ex- 
ists in many shoe plants all because 
labor will not accept lower wages. In 
addition, there are numerous other less 
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per gal,; denatured alcohol in barrels, 42c. 
per gal.: strictly pure white lead, 100 Ib. 
kegs, per Ib., 12%4c.; 50 Ib. kegs, per Ib., 
124ec.; dry paste in barrels, 6c. per Ib.; 
pure white shellac, 4-Ib. goods in gal. cans, 
$4.10 per gal.; pure orange shel ae, Te Ib. 
goods in gal. cans, $3.85 per gal; lish 
Venetian red, in barrels, $3.50 ep 6.75 
per cwt. 


Rope.—Highest quality rope is mov- 
ing in large volume on current orders 
and prices are without change. 


We quote from _ jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila ro e, 
standard brands, 17%c. to 18%c. per 1 
No. 2 manila rope, 16c. to 16 “ per Ib. 
base, so-called hardware gra 
rope, 12%c. per lb.; No. 1 sisal fone, high- 
est quality standard brands, i4%c. to 
15%c. per lb. base; No. 2 sisal rope, stand- 
ard brands, 13c. to 14c. per Ib. base. 


Steel Goods.— Future orders for 
shipment this spring were smaller than 
they were a year ago. Some dealers 
are just ordering their requirements 
and a great improvement in movement 
is expected. 

Stove Pipe and Elbows.—Orders for 
fall shipments are coming on briskly, 
and prices are considered well liqui- 
dated. Merchants are buying the bet- 
ter grades in this line. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 gage, $8.75; 30 gage, $9.60; 
28 gage, $11.85; 26 gage, $14.30; 6-in. elbows, 
30 gage, $1.15; 28 gage, $1.30; 26 gage, 
$1.55 per doz. 


Solder and Babbitt Metal_—The mar- 
ket is stronger than at last report. 
Sales volume is increasing. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Warranted 50-50 solder, $22 per 
100 Ib.; medium 45-55 solder, $21 per 100 
lb.; tinners’ 40-60 solder, $20 per 100 Ib.; 
high speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metal, $7 per 100 
Ib. 


Sledges and Eye Hammers.—Sales 
are increasingly good and prices are 
relatively very low. 


BOSTON 


important developments which make 
for uncertainty in each locality. For 
instance, prices realized for farm prod- 
ucts plus the cost of transportation 
tend to either curb the so-called coun- 
try trade buying or inflate the country 
trade credit. It is not to be wondered 
at, therefore, that retail hardware deal- 
ers do not know what to think. 

There is just enough uncertainty to 
create a lull. Fundamental factors in 
New England are sound, however, and 
the leading banking houses without 
exception feel and say tiat we have 
turned the corner and are going for- 
ward. Bankers really ought to know 
for they have their fingers on the pulse 
of New England—on money. Just now 
the national banks and trust companies 
have plenty of money. It won’t be 
long before they will be around beg- 
ging people to borrow some of it. 
Building is the other big factor in the 
general situation which is coming 
along very fast. And unless all signs 
fail it will come along faster as spring 
draws nearer. Big office buildings, 
theaters, garages, churches, schools, 
apartment houses and last, byt most 
important from the retail hardware 
dealers’ viewpoint, homes. One local 
co-operative bank official this week in- 
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We quote from jobbers’ stocks, f.o,b. 
a ade © Striking and B. S., sledges, 5 to 
16 1 $8 per 100 Ib. 


Sash Weights.—Sales grow better as 
the building season opens. Prices are 
considered favorable. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Sash weights per ton, $36. 


Steel Sheets—Sales are somewhat 
below normal but prices seem firm. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 28 gage galvanized sheets, $5.15 
per = Ib.; 28 gage black sheets, $4.15 per 


Sash Cord.—Prices so far are un- 
changed and the demand has not great- 
ly increased. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 7 sash cord, standard brands, 
$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 per doz. hanks. 


Sporting Goods.—Ammunition fu- 
ture orders are coming in very freely. 
Dealers are also beginning to place 
fall firearms orders and there is a fair 
current movement of rifles, mostly in 
the 22 calibre. Fishing tackle and 
baseball goods are enjoying an unusual 
demand. Orders being received in 
Chicago for this class or goods are 
generous, and it is believed some of 
the factories will have to hustle to 
keep up with the demand. 


Wire Goods.—Reductions have in- 
creased sales. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 8 black annealed wire, $2.85 
per 100 lb.; galvanized barb wire, $3.65 per 
100 Ib.; 12 mesh black painted wire cloth, 
$1.90 per 100 sq. ft.; poultry netting, 56 
per cent off; galvanized after weaving, 51 
per cent off; catch weight spool galvanized 
cattle wire, $3.65 per 100 Ib.; 80 rod spool 
galvanized hog wire, $3.23 per spool; No. 8 
galvanized plain wire, $3.35 per 100 Ib. 


Wrenches.—Good shipments are be- 
ing made and prices seem to be steady. 


formed us all available money was 
loaned ahead up to and including May 
at 6 per cent, and that to the best of 
his knowledge other similar institu- 
tions were pcterer o in the same posi- 
tion. 

Hardware idttheris keep in closer 
touch with fundamental factors than 
do retail dealers. Because of develop- 
ments they are optimistic. We have 
yet to locate a pessimistic jobber. 
After the rush experienced for more 
than a year they say it is but natural 
there should be some slowing up, but 
all are confident it is temporary and 
that the final 1922. results should be 
satisfactory not only to them but to 
the retail dealer. 

Bicycles.—The local market on bi- 
cycles has taken on a new lease of life 
at a time when jobbers had begun to 
think the season might not be satisfac- 
tory. Orders received this week from 
retail dealers in many cases have been 
small, but instances are cited where 
individual orders are larger than 
placed by the individual firm in several 
years. 


We quote from Boston jobbers’ stocks: 


Bicycles.—Good grades, men’s, $32.50 
each; men’s with arch bar, $33.50; motor 
bike type, $35; boys’, $30.50; women’s, $34; 
girls’, $31.50. 
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Bottles.—The leading manufacturers 
of vacuum bottles are out with new 
prices, which show a reduction on the 
smaller sizes and, in some cases, ad- 
vances on the larger. There also has 
been a revision in prices on fillers. The 
new prices place these articles in a 
very advantageous position as far as 
foreign competition is concerned, and 
orders already received by some of the 
local jobbers fairly indicate that at least 
some of the retail dealers are highly 
pleased with developments. The new 
prices apply for one order only at one 
time, 

We quote from Boston jobbers’ stocks: 

Vacuum sgt gy half pints, No. 
70, $1.35; quarts, No $3.50 50; corrugated, 
green, pints, No. 101, 2 65; quarts, No. 92, 
$4.50; plain, nickel ‘plated, pints, No. 81, 


$2.50; quarts, No. 82, $5; corrugated, nickel 
plated, spints, No. 591, $2.50; quarts, No. 
592, $5.25. 

No. 


Ri atte ¢ pints, No. 00, $1; pints, 
50. 


$1; quarts, No. 02, 
hs steel bottlies.— Pints, $7.50 each; 
quart, $10; two-quarts, $15. 


Discount.—25 and 10 per cent. 

Canned Heat.—Although local job- 
bing houses admit business in this 
elass of merchandise could be better, 
they are quite satisfied with orders be- 
ing booked. It is believed here that 
present buying is not in anticipation 
of the vacation period, but is based on 
average over-the-counter sales. The 
price of gas in many New England lo- 
calities is still such that people living 
in small apartments find it to their ad- 
vantage to use canned heat in prepar- 
ing light meals. 

We quote’ from Boston jobbers’ stocks: 
Sterno, $10.80 per gross, in any quantity; 
Theroz, $14.70 per gross, in any quantity: 
No. 4006, 90c. per doz. net or $10.80 per 
gross; larger size, $2.10 per doz. Sterno 
cooking ware No. 4001, stand with boiler 
(small), $9 per doz.; No. 4041 (large), $24 
per doz.; 33% per cent discount. Tea 
kettle, with tray, $3.50 net each. Folding 


stoves, single burner, $24 per doz.; double 
burner, $30 per doz.; discount 33% per cent. 


Theroz Cooking Ware.—Paragon burners, 


10c. each: No. 4 burners, $2 per doz.; Con- 
tinental (copper), $4 per doz.; Continental 
(nickel), per doz.; blue flame stoves, 


two burners, $2.35 each; combination mess 


kits, $3.33 each. 

Chain. — Business in . self-colored 
chain is beginning to revive. The de- 
mand embraces practically all sizes, 
but individual orders are of a hand to 
mouth character. More orders are be- 
ing booked, however, than was the case 
last. week. 


We quote from Boston jobbers’ stocks: 
Proof. coil self-colored chain, in cask lots, 
fs-in., $12.80 per 100 Ib.; $11.55; 
a sive %-in., $8.45; %-in., $8. 10; 1%-in. 
7.80; 5-in., $7. 75: 5% -in. $8.4 >. 

Files.—The American Swiss File & 
Tool Co., Elizabeth, N. J., is out with 
a new revised price list, which shows 
declines in some of the larger sizes of 
files. None of the other manufacturers 
of files have changed their lists, so far 
as local jobbers are aware. 


We quote from Boston jobbers’ stocks: 
Files.—Nicholson and Black Diamond, 50 
plus 10 per cent discount; Great Western, 


%-in., 


Areade, Kearney & Foote and American, 
65, 10 and 5 per cent discount; X. F. 65, 
10 and 5 per cent discount. 


75 per cent discount; Su- 


Rasps.—Heller, 
Stokes, 


perior, etc., 80 per cent discount; 
75 and 10 per cent discount. 


Fishing Tackle.—Fishing tackle con- 
tinues to move out of stock, but the 


buying now is limited largely to the 
smaller retail dealers who do not stock 
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enough to make it an object to antici- 
pate requirements. Jobbers report 
shipments of goods from factory as 
coming forward slowly, but indications 
now are that back orders will be filled 
before the opening of the retail selling 
season. 


Golf Goods.—Some of those jobbers 
who have taken on golf goods are hav- 
ing considerable success. One house in 
particular this week closed out its en- 
tire line. Judging by what the jobbers 
say, the retail trade is going in for 
golf goods this year more than ever, 
but the character of buying has been 
somewhat conservative. 


Hay Rakes.—Some orders for hay 
rakes are being booked locally, but the 
season on this class of merchandise, it 
is felt, will be backward, as it has been 
on some other lines. The Rugg Mfg. 
Co., Greenfield, Mass., has notified local 
jobbers they are making an important 
change in their rakes, in that they are 
now equipping them with galvanized 
steel tube bows for the purpose of 
eliminating rust. Prices named by 
this concern are guaranteed until June 
30. 


Iron and Steel.—Local jobbers have 
made a few small changes in some lines 
of steel carried, but quotations on iron 
remain unchanged. For instance, open- 
hearth spring steel, wider than 4%-in. 
and thicker than 7/32-in., is now quoted 
at $4 per 100 Ib., base, as against $4.50 
heretofore. Smaller sizes are quoted 
at $5.50. Cold rolled steel rounds are 
now $3.30, contrasted with $3.55 here- 
tofore, and squares, hexagons and flats 
$3.80, compared with $4.05. A ‘very 
slight advance is noted in the price of 
3/16-in. plates. The demand for iron 
and steel is reported as better than 
before this year, but lacking snap. 

We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.55% per 100 Ib. base; 
best refined iron, $4.25; 


Norway iron, $5.50. 
Stee!l.—Soft steel bars, $2.55% per 100 Ib. 


Wayne iron, $5.50; 


base; flats, $3.95%4; concrete bars, plain, 
stock lengths, $2.5514 ; angles, channels and 
beams, $2.55%: tire steel, $8.85 to $4.25; 


open-hearth spring steel, #4 and $5.50; steel 
bands, $3.15% to $3.53; steel hoops, $3. 31%; 
cold rolled steel, $3.30 to $3.80; toe calk 


steel, $5. 

Lunch Kits—Some manufacturers 
of lunch kits are out with new prices, 
which show a slight decline in list quo- 
tations, but no change in discounts. 
Several worth while orders have been 
booked by local jobbers as a result -of 
the new prices. 


Millers Falls Goods.—Due to a mis- 
understanding on the part of some of 
the local hardware trade, it was be- 
lieved the Millers Falls Co., Millers 
Falls, Mass., had made a radiéal 
change in packing methods; that, here- 
after, goods would be packed in units 
of tens instead of dozens. Such is not 
the case, however. The new catalogs 
and price sheets issued call attention 
to the fact that the company has 
adopted the unit system of pricing 
only. Goods will be packed in one- 
half dozen and one dozen lots, accord- 
ing to the article, such information be- 
ing designated under the description 
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of each tool in the catalog. Local job- 
bers report business in this class of 
merchandise as slowly, but steadily, 
improving. 

Pencils.—Sales of cartridge pencils 
are very satisfactory, and it is quite 
evident that some of the retail dealers 
are having considerable success with 
these. 


We quote from Boston jobbers’ stocks: 
Fb ag line, hard rubber pencils, $8 per 
ozen. 


Pliers.— Further improvement is 
noted in the movement of pliers out of 
local stocks. The market is by no 
means active, but it is quite evident 
that garages, repair shops and retail 
hardware stores carrying a line of 
automobile accessories are enjoying 
larger sales, and therefore are obliged 
to enter the market for further sup- 
plies every little while. 


We quote from Boston jobbers’ stocks: 
Kraeuter Goods.—Combination, No. 1356, 
5%-in., $11 per doz.; 
6-in., $13; 9-in., 
$13; VE in., $16. 80: 


$15: No. 1933, 51%6-in., $13. Side cutting, No 


2801, 6-in., $24; -in., - -in., ; No. 
1801, 6-in., $20; No. 7, $24.50; 8%4-in., $28; 
No. 1821, bY in., $16; 6%-in., Fr 7%-in., 
$18.50; g- in., $20; No. 1824, 5%-in., $13; 
6%-in., $14.50; 7%-in., sié; 8-in., $15. 


Poultry Supplies.—There apparently 
is no limit to the demand for poultry 
supplies. One local.jobbing house that 
is distributing more of this class of 
merchandise than ever before in its his- 
tory has been obliged to place repeat 
orders with manufacturers to fill or- 
ders it had on hand on March 1. Since 
then, incoming orders from retail hard- 
ware dealers have been = surprisingly 
satisfactory, and indications are, in 
this case at least, that some of these 
will not be filled. 


We quote from Boston jobbers’ stocks: 
Netting from works, galvanized, standard 
bales, 50 per cent discount; 25 or more 
bales, 50 and 5 per cent discount. 

Staples, poultry netting, 100 Ib. kegs, 
$5.35; 10 lb. kegs, ie 35 per 100 Ib.; 1 Ib. 
papers, $7.36 per 100 Ib. 

incubators.—Buckeye line, No. 14, style 
E, $16.50 each tat; No. 16, style E, $27.50; 
No. 17, style E, $36.75; No. 1 standard, 
$37.50; No. 2, $44.50: No. 3, $57.75; No. 4, 
$68; No. 5, $107. 

Brooders.—Buckeye line, metal, No. 20, 
$11.75 each list; No. 21, $15.50; No. 23, $19; 
standard, No. 18, $21. 50; No. 19, ag Wee 
°% $80; blue flame brooder, No. 

No. 10, $17.50; No. 11, $20; No. 12. $2.60 

Discounts.—On incubators and_ brooders, 
30 per cent from store, f.o.b. Boston; 35 
per cent from factory. ° 


Seed.—Retail hardware stores in 
this territory are beginning to display 
seeds, and the general public is show- 
ing interest, although it has not as yet 
bought freely. The feeling persists 
among some of the retail dealers that 
the home garden will come back into 
its own this summer. While, in gen- 
eral, industry is on the mend, one will 
find in every New England town and 
city manufacturing plants operating 
on short time. This fact, it is believed, 
has made short time employees cast 
about for something to keep them oc- 
cupied. Certainly the. home garden is 
a good investment for anybody. 

Skates.—Roller skates are selling 
fairly well. Prices are more or less 
unsettled, but retail dealers in buying 
merchandise should be sure of what 
they are buying, if the experience of 
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some dealers can ‘be taken as a cri- 
terion. It has been found that low 
prices quoted in some _ instances 
brought forth cheap skates and not 
what retail dealers thought they were 
buying. 

Tea Kettles—Nickeled tea kettles 
have been reduced approximately 10 
per cent by the leading manufacturers. 

Watches.—Business is confined to 
scattered small orders.- From all that 
can be gathered here, most. of the re- 
tail dealers are well supplied. Prices 
are reported steady and - unchanged. 
Considerable local interest was shown 
in the announcement by the trustee in 
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play operations among the large 
steel companies and other manufac- 
turing. interests show no falling off, 
and at present the Steel Corporation 
is operating ‘its large plants to about 
60 per cent of normal capacity, while 
the independent steel companies are 
running to about 50 per cent. Contrast 
this with an average operation of 20 
to 25 per cent in July and August last 
year, and the genuine betterment that 
has come in the steel trade is readily 
seen. The threatened strike of the 
soft coal miners, scheduled to start on 
April 1, is causing some uneasiness, 
but not nearly so much as in former 
years when a soft coal strike threatened. 
Some large users of coal have been 
stocking up, others believe that if* the 
strike does start, it will be short lived 
and will end in the defeat of the min- 
ers. There is yet a chance that the 
strike may be averted, but the chance 
is small. 

Nothing of great moment developed 
in the steel trade during the past week. 


The railroads continue to buy heavily. 


of cars, rails and other track materials. 
A Southern railroad bought last week 
about 20,000 tons of rails, a Western 
railroad has about closed the purchase 
of 4500 cars of various types, and is in 
the market for fifty locomotives. As 
an indication of the heavy buying in 
steel rails that has been going on for 
some time, we can note that the rail 
mill of the Indiana Steel Co., in the 
Chicago district, an interest of the Steel 
Corporation, is turning out about 35,000 
tons of rails per month, and has at 
present enough orders on its books to 
run it at this rate up to the end of this 
year. Inquiries for spikes are heavy, 
and this is true of other track mate- 
rials. New inquiry for steel shapes 
for building structures is also heavy. 
Last week about 35,000 tons were 
placed, and some big new jobs are in 
the market. There is no let-up in 
the heavy demand for sheets and tin 
plate that has been a feature of the 
market on these products for several 
months past. 

The recovery to normal conditions in 
the steel’ trade has been slow, it will 
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bankruptcy of the Robert H. Ingersoll 
& Bro. of the sale, subject to the ap- 
proval of the court, of the property 
and assets of the Ingersoll organiza- 
tion to the Waterbury Clock Co., 
Waterbury, Conn. 


We quote from Boston jobbers’ stocks: 
Leonard watches, all finishes, $1 each; ra- 
dium dial, $1.65; Duchess, $2.80; radium 
dial, $3.25; Earl, $2.50, radium dial, $3.25; 
Count Desk, $1.20; No. 12 assortment, 
$15.90; No. 12B assortment, $20.80; wrist, 
$3 each; radium, dial, $3.50. 


Wash _ Boilers. — Manufacturers of 
wash boilers have reduced prices on 
nickeled varieties about 10 per cent, 
and local jobbers have adjusted their 
lists accordingly. 


PITTSBURGH 


continue to be slow, but it is healthy, 
and within two or three months, con- 
ditions will be still better than they 
are now, There is not likely to be much 
change in steel prices one way or the 
other, until the mills get enough busi- 
ness on their books to allow them to 
turn down business that may be offered 
them at lower prices than they care 
to accept. 

Following the action of the Jones & 
Laughlin Steel Co., of this city, in ad- 
vancing its prices on bars, plates and 
shapes to 1.50 cents, as noted in our 
report of last week, other concerns have 
made the same advance in prices, among 
these being the Bethlehem Steel Corp., 
the Midvale-Cambria Co. and possibly 
one other concern. However, the mar- 
ket on these heavy steel products is 
not firmly established at these higher 
prices, as some concerns have not as 
yet advanced their prices, among these 
being the Carnegie Steel Co., of this 
city, the largest producer. No impor- 
tant changes in steel prices were made 
in the past week, and none is looked 
for until the mills get more business 
on their books than they have now. 

In the hardware trade, the outlook 
is encouraging. Indications all point 
to a fairly active spring trade among 
jobbers and retailers, and both are 
buying goods more heavily than at this 
time last year. On a few items, mak- 
ers cannot make deliveries under two 
or three weeks, but most goods can be 
shipped out in a day or two after the 
order is received. The local building 
outlook for this year is better than it 
has been for three or four years. Al- 
ready a large amount of new work is 
under way, and architects’ offices say 
they are busier than they have been 
in a long time. Costs of new build- 
ing are still 75 per cent higher 
than before the war, but investors seem 
willing to go ahead with their build- 
ing projects, believing that the high 
rents they expect to receive over the 
next two or three years will offset, to 
some extent, the high building costs. 
More apartment buildings, duplexes and 
small single houses are going up in 
Pittsburgh now than at any time in 
five years, 

Price changes in hardware in the 
past. week were almost negligible. On 


Wireless Batteries—The National 
Carbon Co. has just a new price list on 
wireless batteries. Local jobbers claim 
the retail hardware trade is beginning 
to show interest, not only in batteries, 
but in all kinds of wireless equipment. 

Wrenches.—In common with pliers, 
there is a better demand for all kinds 
of wrenches, but particularly small 
sizes such as are used in connection 
with automobiles and trucks. Local 
jobbers’ stocks which, in some cases, 
were badly broken early in the month, 
have been replenished, and the jobbers 
are in a position to supply orders 
promptly. 


some small items prices have been 
slightly reduced, but on staples they 
are unchanged. Local jobbers say they 
do not look for any important price 
changes over the next two or three 
weeks at least. 

Collections are still reported as be- 
ing slow and unsatisfactory. 


Automobile Accessories.—Things are 
quiet in this trade and prices are hold- 
ing firm. 

Local dealers quote from stock about as 
follows: Reliance jacks, No. 1, $2.33; No. 
2, $3.33; in lots of 12; A. C. Titan spark 
plugs, 65c. in lots up to 10, and 58c. in 
lots of from 10 to 100; Derf spark plugs, 
96c. each for all sizes, in lots less than 
50; Champion X, 50c. each for less than 
100, and 48c. each for over 100; Champion 
regular, 58c. each for less than 100, all 
sizes, and 56c. each for over 100. 

Aluminum Ware.—Little has taken 
place in the field of aluminum ware 
during the past week. Now that the 
spring house cleaning period has al- 
most arrived there is a quickening in 
demand of everything which will tend 
to improve the appearance of the home. 
Aluminum ware sales have increased in 
accordance with this spring demand, 
although there has been no great rush 
manifested on the part of the retail 
hardware dealers. Quickened buying is 
predicted for the near future. Prices 
remain the same. 


Axes.—It is too early yet to know 
what effect the recent reduction of $3 
per doz. in axes, made recently by the 
makers, is going to have. The season 
is early yet, and so far has shown no 
increase since the reduction in prices 
was made. 

Local jobbers now quote popular makes 
of axes as follows: Red Warrior, handled, 
single bitted, 3% to 4% Ib., $14.75 per doz.; 
4 lb. to 5 Ib., $15.25 per doz.: Red he rial 


double bitted, panties, Re a ‘lb. to 4 
$19.75 er doz. ; 4 Ib. $20.25 ea 


doz.; Red Warrior, edhantinls single 
bitted, Fy Fs to 4% Ib., $11.50 per doz.; 
4 Ib., $12 per doz.; ay A Warrior, 


inhandied, Mouble bitted, 3% 4% Ib., 
$16.50 per doz.; 4 Ib. to 5 ib., $17. ‘So per doz. 

Builders’ Hardware.—Local makers 
are disposed to regard the outlook for 
business this year as being better than 
for three or four years past. More 
building is going on in this district 
now than at any time for four or five 
years, and some very large, new build- 
ing projects, including a hotel, are 
under way. On some grades of build- 
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ers’ hardware prices are lower now 
than before the war. Builders are also 
more inclined to use better grades of 
hardware in their buildings, realizing 
that to slight the hardware by using 
cheap goods is not real economy, but 
is- an actual detriment. Prices on 
builders’ hardware are reported as 
holding firm. A reduction of about 10 
per cent in door knobs has been made 
by some makers. 


Bolts and Nuts.—Local makers say 
they are receiving mote orders, but they 
are for small lots only for actual needs, 
indicating that jobbers and consumers 
are still looking for lower prices before 
long. When a desirable order comes 
up, it usually brings out a cut in what 
are regarded as regular prices. In 
large lots, either from mill or ware- 
house, discounts are about as follows: 


Machine bolts, small, rolled threads, 70, 
10 and 10 per cent off list; machine bolts, 
small, cut threads, 70 and 10 per cent off 
list; machine bolts, larger and longer, 70 
and 10 per cent off list; carriage bolts, % 
in. x 6 in.: Smaller and shorter rolled 
threads, 70 and 10 per cent off list; cut 
threads, 70 per cent off list; longer an¢ 
larger sizes, 70 per cent off list; lag bolts 
70, 10 and § per cent off list; plow bolts 
Nos. 1, 2 and 3 heads, 60 and 10 per cent 
off list; other style heads 20 per cent ex- 
tra; machine bolts, c.p.c. and t. nuts, % 
in. x 4 in., smaller and shorter, 65, 10 and 
5 per cent off list; larger and longer sizes, 
65 and 10 per cent off list; hot pressed sa 
or hex. blank nuts, $5.50 off list; hot 
pressed nuts, tapped, $5.25 off list; c.p.c. 
and t. sq. or hex. blank nuts, $5.25 off list; 
c.p.c. and t. sq. or hex. blank nuts, tapped, 
$5 off list; semi-finished hex. nuts,, 4 in. 
to *& in. inclusive, 80, 10, 10 and 10 per cent 
off list: small sizes S. A. E., 80 and 10 per 
cent off list; 5% in. to 1 in. inclusive, U. S. 
S. and 8. A. E., 70, 10, 10 and 10 per cent 
off list; stove bolts in packages, 80 and 3 
tens and 5 per cent off list; stove bolts in 
bulk, 80, 3 tens and 2% per cent off list; 
tire bolts, 70, 10 and 5 per cent off list; 
track bolts, carloads, 3c. base; track bolts, 
less than carloads, 3.75c. to 4c. base. 


Bicycles and Tires.—Local. dealers 
say the demand has opened up nicely, 
and they anticipate doing a larger 
spring trade than last year. Jobbers 
bought few bicycles last year and have 
bought more heavily this year, in order 
to round out their stocks. 


Electrical Goods.—Local dealers re- 
port a good demand, especially for 
toasters, grills and in the cheaper per- 
colators. Prices are only fairly steady, 
as there is a good deal of sharp compe- 
tition in these goods. 

Glass.—As spring approaches the de- 
mand for window glass increases. Lo- 
cal dealers are reporting quite an 
increase in their trade for the past 
two weeks. Prices are holding steady. 


Jobbers quote single strength, A. & B. 
85 per cent off, double strength, A, 85 per 
cent off, and double strength, B, 87 per 
eent off. 


Iron and Steel Bars.—Last week we 
noted the fact that the Jones & Laugh- 
lin Steel Co., of this city, had advanced 
its price on soft steel bars to 1.50 cents 
minimum. Since that time the Midvale- 
Cambria, Bethlehem, Inland and sev- 
eral steel companies have named the 
same minimum price, but so far as we 
can learn, only a small amount of new 
business has been placed at the above 
named price. As yet, the Carnegie 
Steel Co. has not advanced its price 
and is still naming about 1.40 cents, 
mill, on orders coming up. 
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We quote steel bars rolled from billets 
at 1.50c. to 1.60c.; reinforcing bars rolled 
from billets, 1.50c. to 1.60c. base; reinforc- 
ing bars, rolled from old rails, 1.45c. to 
1.50c. ; refined iron bars,-2c. to 2.25c. in 
carloads f.o.b. mill, Pittsburgh. 

Poultry Netting.—The amount of new 
business taken so far by jobbers and 
dealers in poultry netting is ahead of 


last year, and the demand is still quite 





Auto Accessories Number 
The annual auto accessories 
number of HAkDWARE AGE will 
make its appearance this year on 
April 6. In standpoint of text, 
appearance and advertising it 
will be an issue well worth hav- 
ing in your possession. Watch 
for it! April 6 is the date. 
active. Some of the weavers of poul- 
try netting are getting behind in de- 
liveries and are not promising to ship 
on new orders inside of two to three 
weeks, 

Jobbers continue to quote to the retail 
trade 50 and 5 per cent off list for galva- 
nized after weaving, and 50, 10 and 5 off 
for galvanized before weaving. 

Rivets.—Local makers report they 
are getting more orders than for some 
time past, but these are still mostly for 
small lots, neither jobbers nor consu- 
mers desiring to buy ahead. Prices are 
holding fairly firm, but on large lots 
of structural and ship rivets, some 
makers are accepting these at as low 
as $2 per 100-Ilb. at works. Prices in 
large lots are as follows: 


Large structural and ship rivets, $2 to 
$2.10; large boiler rivets, $2.10 to $2.20; 
small rivets, 75 and 10 off list. Jobbers 
charge the usual advances for small lots 
from stock over the above named prices. 


Sheets.—The sheet business in every 
way is better now than at any time 
for two years or more. Orders being 
placed by the automobile interests are 
heavier than for a long time, and for 
roofing purposes and furniture uses, the 
demand is also quite heavy. Last week 
the new orders entered,.and shipments 
made by American Sheet & Tin Plate 
Co., the leading maker of sheets, were 
the largest in any previgus week for 
more than two years. This company 
operated its sheet mills last week close 
to 80 per cent of capacity, and the in- 
dependent mills are doing about as well, 
operating from 70 to 75 per cent. It 
is claimed that sheets are the most ac- 
tive in demand of any of the finished 
steel products, and this is no doubt true,- 
Prices are holding quite firm and are 
shaded only to slight extent in a few 
cases, when a very desirable order 
comes up. 


Jobbers continue to quote sheéts for de- 
livery from stock, f.o.b. Pittsburgh, as fol- 
lows: Blue annealed sheets, 2.75c. to 3c.; 
No. 28 gage Bessemer black sheets, 3.25c. 
to 3.50c., and No. 28 gage galvanized, 4.25c. 
to 4.50c. in small lots from store. Prices 
quoted depend largely on the size of the 
order. 

Track Bolts and Spikes.—The new 
demand for both spikes and track bolts 
is quite active, and several local makers 
say they are better filled up than for 
some time. The Pennsylvania Railroad 
lately placed orders for 5000 kegs, and 
the Southern Pacific for 3000 kegs. On 


large lots of spikes some makers are 
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naming as low as $2 per 100-lb. at 
works. 
Mills quote about as follows, 


in large 
lots: Railroad spikes, and larger, 
$2 to $2.10 base per 100 Ib. in lots of 200 
kegs of 200 lb. each or more; spikes, %-in., 
%-in. and jy-in., $2.15 to $2. 05 base; ¥,-in., 
$2.15 to $2. ) base. Boat and barge spikes, 


$2.15 to $2. 25 base per 100 Ib. in carload 
lots of 200 kegs or more, f.o.b. Pittsburgh, 
Track bolts, 3c. base per 100 lb. Tie plates, 
ve 100 lb. Angle bars, $2.40 per 


Tin Plate-—Large consumers, such as 
the tin can and food container makers 
are specifying very freely on. contracts 
placed some time ago. The indepen- 
dent mills are well filled up, several 
of the larger mills reporting they have 
all the orders on hand for tin plate 
that they can turn out until late in 
May. This will be the biggest year 
in output and consumption of tin plate 
that we have had for two or three 
years. The American Sheet & Tin 
Plate Co. is operating its mill close to 
70 per cent of capacity, and the inde- 
pendent mills to about 75 per cent, 
Prices per base box on tin plate in 
large lots range from $4.60 to $4.75 at 
mills. 

Wire Products.—The new demand for 
wire nails and wire is fair, but is not 
as heavy as it was at this time last 
year. For some reason, jobbers and 
consumers are not yet inclined to buy 
ahead, probably for the reason that 
they are not fully satisfied that pres- 
ent prices are going to hold right along. 
Locally, the price of wire nails in car- 
load lots is $2.40 base per keg, jobbers 
quoting $2.65 to $2.75 from stock, but 
it is reported that the $2.40 price is not 
minimum of the market with some mills 
in certain localities. Jobbers report 
that the retail trade is buying wire 
and wire nails mostly in small lots. 


Jobbers quote from stock, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over this price of $1.25, 
and shorter than 1 in., ty bright Bes- 
semer and basic wire, Ba Boe Ib.; 
annealed fence wire, Nos. ¢ to cudeia 0; gal- 


vanized wire, $3; galvanize 


$3.25; galvanized fence scale 2.25: 
painted barbed wire, $2.75; R olished aoe 
staples, $1.75; cement -coated 


count keg, $2.25 to $2.35; these prices 
ing subject to the usual advance for the 
smaller trade, all f.o.b, Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 
to 70% per cent off list for carload lots. 
67 to 69% per cent for 1000-rod lots, and 
66 to 68% per cent for small lots, f.o.b. 
Pittsburgh. 


Steel Pipe—wWe note that prices on 
steel pipe, which for some time have 
been weak, are a good deal firmer, some 
mills having withdrawn low prices put 
out some time ago. Some large orders 
for line pipe are being placed, one oil 
interest having given a contract to 
a local mill for about 1500 tons of 6-in. 
to 8-in. steel line pipe. Prices on line 
pipe are more or less shaded, as all the 
makers seem anxious to get new busi- 
ness, 

We desire to correct a typographical 
error which appeared in the issue of 
March 9, which conveyed the impres- 
sion that the Columbian Hardware Co., 
Cleveland, Ohio, manufactured screen 
doors. The item should have read 
“sereen door and shelf hardware.” 
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HE hardware trade shows an im- 

provement in sales by both job- 
bers and retailers. Jobbing houses 
are receiving considerable business in 
spring merchandise from merchants 
who have held off buying as long as 
possible and are now anxious for quick 
deliveries. Local retailers report an 
increase in sales during the past week 
o two and state that poultry netting, 
sereen doors, garden tools, paints and 
varnishes and other lines of spring 
merchandise are commencing to move. 
Conditions in the country districts 
have grown better probably largely as 
the result of the higher prices that 
farmers are now getting for their 
products. 

In Cleveland the demand for build- 
ers’ hardware and paint has been af- 
fected by the strike in the building 
trades which has tied up a great deal 
of building work. Considerable build- 
ing activity, particularly in the erec- 
tion of dwellings is being carried on, 
as the strike has not stopped work by 
independent building contractors who 
seem possible to get all the labor they 
need at lower than the regular scale of 
prices. 

Manufacturers’ prices appear to be 
becoming well stabilized, as few re- 
ductions are reported. Jobbers not 
only seem willing to sell goods at very 
narrow margins of profit, but are slaw 
in placing in effect price advances on 
lines that have been marked up by 
manufacturers. For example, local 
jobbers have not advanced prices on 
shovels since the advance by manufac- 
turers and are now selling shovels at 
lower prices than they can buy at from 
manufacturers. 

Automobile Tires and Accessories.— 
With the approach of spring the de- 
mand for tires and tubes shows an im- 
provement. Little credence is given 
to rumors that tire prices may advance 
soon but it is a general belief that the 
next price change, wherever it is made, 
will be upward. Accessories are mov- 
ing rather slowly. 


We quote from jobbers’ stocks, f.o.b. 
Cleveland: Miller Falls No. 145 Jacks, 
i. Reliable jacks, No. 1, $2.33; No. 2, 

2: in lots of 12; Derf spark plugs, 96c. 
each for all sizes in lots less than 50; 
Champion X spark plugs, 45c. each for less 
than 100 and 43c. each for over 100; Cham- 
pion regular 63c. each for less than 100, 
all sizes 50c. each for over 100. 


Axes.—A fair volume of orders for 
axes for fall delivery has come out 
since the recent price reduction. 


Jobbers quote f.o.b. Cleveland as fol- 
mae: First grade, single a ane han- 

$16 per dozen; unhand $12 per 
yl double bitted axes, anal, eS per 

} unhandled, 17 per dozen; second 
grade axes, single bitted, handled, $14.50 
ber dozen; unhandled, 50 per dozen; 
double » han 50 per dozen. 
Unhandied, $16.50 per dozen. he lowest 

are for full case lots. For less than 
A e prices are 50 cents per dozen 


Binder Twine.—Jobbers report a 
Moderate volume of activity in binder 
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twine following the recent price reduc- 
tion for the season. 


Cleveland jobbers quote standard and 
sisal binder twine at 10 cents per lb. for 
mill shipment and 10% cents per Ib. for 
stock shipment. 


Barbed Wire.—A better volume of 
orders is coming from country retail- 
ers for barbed wire for early spring 
delivery. Prices are unchanged. 


Jobbers quote f.o.b. Cleveland as follows: 
Galvanized barbed wire, catch weight 
spools, $3.40 per 100 Ibs.; 80 rod spools 
cattle wire, 06 per 100 ib.; hog wire, 
$3.25 per 100 ibs.; American Special, 

ibs. For mill shipment paenere 
quote galvanized barbed wire at .25 per 
100 Ibs. for less than car lots and $3.15 for 
carload lots. 

Brushes.—Retail dealers are buying 
paint and varnish brushes quite freely 
for early shipment. Present prices are 
guaranteed up until June 1. 


Bolts and Nuts.—Jobbers are stock- 
ing up somewhat on bolts and nuts but 
their sales continue light. Bolt and 
nut manufacturers report a steady in- 
crease in business. Prices are un- 
changed. 


Jobbers quote, f.o.b. Cleveland: Large 
and small machine bolts, cut thread, 65 
and 10 per cent off list; carriage bolts, large, 
and small, cut thread, 65 per cent off list; 
stove bolts, 80, 10 and 10 per cent off list. 


Fence.—Fence sales by the jobbing 
trade shows some improvement. Prices 


are unchanged. 


Cleveland jobbers quote field fence, f.o.b. 
Pittsburgh, at 68 per cent off list for car 
lots for mill shipment and 66 per cent off 
list for less than 1000 rods. 


Feed Cutters and Corn Shellers.— 
The Eagle Machinery Co., Lancaster, 
Ohio, has made a price reduction of 20 
per cent on feed cutters and 10 per 
cent on corn shellers. Jobbers are now 
taking orders for fall shipment. Cleve- 
land jobbers quote Eagle hand lever 
cutters, $4.80 each; No. 8 cutters, 
$19.25 each; No. 11 cutters, $27 each; 
No. 1 and 3 corn shellers, $12 é¢ach. 


Fly Sprays and Disinfectants.—The 
demand for these items at present is 
fairly heavy. 

Fly Swatters.—Jobbing houses are 
doing very good volume of business at 
present in fly swatters. 


Cleveland jobbers quote Kant-miss 
swatters 65c. per doz.; Swatmore swatter, 
60c. per doz.; and No. 60 rubber swatters, 
90c. per doz. 


Galvanized Ware.—The demand is 
only fair. Retailers generally are buy- 
ing from hand to mouth to réplenish 
their stocks. Prices remain firm. 


Jobbers quote, f.o.b. Cleveland: Galva- 
nized tubs with wringer attachment, No. 1, 
$7.25 per doz.; No. 2, $8.25 No. 3, 


5 per doz.; 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $13.75 per doz.; 


No. 2, $15.50 per doz.; 
No. Standard pails, 10- 
qt., ot .. $2.50 per doz.; 
14- ~at, $2.75 per me. 16-qt., $3.40 per doz. 


Garden Tools.—Quite an improve- 
ment is noted in the demand for gar- 
den tools. A great many retailers who 
had deferred buying during the winter 
are now placing orders for prompt 
shipment. 

Handles. — A good demand has 
sprung up for garden tool handles to 
fill retailers’ stocks, while other han- 
dies are quiet. Prices are unchanged. 


Jobbers quote, f.o.b. Cleveland: Hickory 
axe handles, single and double bitted, best 
grade, $5 per doz.; XXX grade, $4.35 per 
doz.; XX grade, $3.60 per doz.; X grade, 
$3 per doz. 

American Fork & Hoe Co.’s wood “D” 
shovel, spade and scoop handles, X grade, 
$6 per doz.; malleable “‘D’’ grade manure 
fork and spading fork handles, $5 per doz.; 
X grade, long shovel spading handles, $4. 50 
per doz.; hay and manure fork handles, X 
grade, 4-ft., $3.15 per doz.; 4%4-ft., $3.60 
per doz.; XX grade, 4-ft., $4.25 per doz.; 
i44-ft, $4.60 per doz. 

Ice Skates.—The recent establish- 
ment of prices for next season has not 
yet resulted in a very general buying 
of ice skates for fall delivery. 


Jobbers quote Union Hardware Company 
hockey skates as follows: No. 9 hockey, 
$1.90 pair; No. 424%, $1.25 pair; No. 924%, 
$2.30 pair; No. 424% ladies’, $1.50 pair; 
No. 924% ladies’, $2.75 pair. 

Nails and Wire.—Jobbers’ sales in 
nails and wire are rather light. This 
is probably partly due to the local 
strike in the building trades. Prices 
are unchanged. 


Cleveland jobbers quote as _ follows: 


Nails, less than car lots, stock shipment, 
20; per keg; same for mill shipment, 
60; car lots, mill shipment, $2.50; No. 9 
annealed wire, per 100 ibs.; No. 9 
galvanized wire, $3 per 100 Ibs.; cement 
coated nails, $2.25 per 100 Ibs. 
Ornamental Fencing.—Sales on or- 
ramental fencing have picked up re- 
cently and this is now moving in a fair 


volume. 


Cleveland jobbers quote ornamen- 
tal fencing at 55 per cent off list for 
both stock or mill shipment, but for ten 
roll lots for mill shipment the discount 
is 58 per cent. 


Oil Cook Stoves—Sales of cook 
stoves by jobbers are fair and some in- 
crease in the demand is noted. 
quote oil cook stoves, f.o.b. 
Cleveland, as follows: Harvard, 2-burner, 
$10.85; 3-burner, $14.25; 4-burner, $18.20. 
Cabinet pipe, 2-burner, $14.35; 3-burner, 
$18.50; 4-burner, $24.20. 

Paints and Varnishes.—Retail deal- 
ers are filling in their stocks and sales 
are fairly good. Retail merchants re- 
port that these goods are beginning to 
move from their shelves. 

Cleveland jobbers quote 
mixed paints at $2.60 per gal. for colors 
and $2.75 for white; linseed oil, 99c. per 
gal. for raw oil and $1. 01 per gal. for boiled 
oil for barrel lots; turpentine, $1.02 per gal. 
for barrel lots; white lead, -12%c. per Ib. 
for 100 lb. kegs and less than 500 Ib. lots. 

Porch Swings.—The Standard Nov- 
elty Works, Duncannon, Pa., has _ re- 
duced prices on porch swings 20 per 
cent. Jobbers are now taking orders 
for early spring shipment. 


Poultry Netting and Wire Cloth.— 
Orders have improved recently, com- 
ing from retailers who have delayed 
buying as long as possible and now 
want quick shipments. Most retailers, 
however, have already made their pur- 
chases and have the material in stock. 
Prices are unchanged. 


Jobbers quote as follows for mill ship- 
ment or for shipment from stocks, f.o.b. 
Cleveland: Poultry netting, galvanized 
after weaving, 50 and 5 per cent discount; 
black wire cloth, 12 mesh, $1.90 to $1.95 
per 100 sq. ft.; galvanized, $2.40 per 100 
sq. ft.; bronze wire cloth, 14 mesh, $6.75 
per 100 sq. ft. 


Rope.—Rope continues to move fair- 
ly well with no change in prices. 


Jobbers 
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Cleveland jobbers guess manila ane at 
17%c. per Ib. for mill shipment and 18c. 
per Ib. for shipment from stock; best qual- 
ity sisal rope, 15c. per lb. for mill shipment 
and 15%c. for shigunedt from stock. 
Refrigerators.—The demand for re- 
frigerators shows an improvement and 
because of the delay by the retailers 
in buying deliveries are likely to be 
rather slow. Some retail demand has 
already developed and in some cases 
retailers are urging quick shipment. 
Jobbers have fair sized stocks. 


Roller Skates.—The sales for roller 
skates have improved during the last 
week. This is also true of coaster 
wagons and kiddy cars. 


Sporting Goods.—Jobbing houses are 
getting a fair volume of orders for 
fishing tackle and baseball goods, the 
demand for these from the country 
trade being better than from the city 
retailers. 


Screwdrivers.— Prices on Perfect 
handled screwdrivers have been re- 
duced, these now being quoted at 40 
and 5 per cent off list. 


Scales.—A price reduction of 10 per 
cent has been made on the Pelouze line 
of family scales. 

Slaw Cutters.—The Tucker & Dorsey 
Co., Indianapolis, has made price re- 
ductions of from 10 to 20 per cent-on 
slaw cutters in large sizes. Prices on 
smaller sizes have not been changed. 


Sash Cord.—The demand is not par- 
ticularly active and prices are un- 
changed. 

Jobbers quote, f.o.b. Cleveland: No. 8 


Office of HARDWARE AGB, 
3725 Colfax Ave., So., 
Minneapolis, Minn., March 18, 


pS dap ts hardware dealers report a 
gradual improvement in sales as 
the spring season opens. There should 
be a substantial improvement during 
the next few weeks, as weather condi- 
tions are now such that construction 
work can soon get under way. 

Jobbers report a fairly satisfactory 
volume of business, but state that in- 
dividual orders remain small. 

There is a much more eptimistic 
feeling prevailing generally over the 
Northwest than for some time past, 
and this in itself will help to stimulate 
business. The principal cause of this 
improved feeling is the increase in 
farm crop prices, which would indicate 
that the farmer will be able to obtain 
fair prices for this season’s crops in 
the fall. 

Manufacturing conditions are show- 
ing some slight improvement, and the 
unemployment situation is better. 

Prices seem to be fairly stable and 
very few changes are being made. 

Builders’ Hardware.—With the open- 
ing of the spring season considerable 
interest is being shown in builders’ 
hardware, and unless. unforeseen cir- 
cumstances should develop this should 
be one of the largest years for some 
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sash cord, common, 38c. agi mi ; standard, 
40c. per Ib.; Sampson, 60c. lb. 


Sleds.—Sales of sleds for next fall 
delivery have been quite heavy since 





He Likes Hardware Age and the 
Hardware Buyers’ Directory 


Hartsville, Tenn. 
Hardware Age, 


New York. 
Gentlemen: 


We thank you, and ask that you 
pardon our delay in acknowledging 
the receipt 22 the Hardware Buyers’ 
Directory. It is just what we wanted, 
and have been looking for for some 
time. And so far with our limited 
time we have had it, it needs no 
criticism from us. This guide, to- 
gether with your good magazine, the 
HARDWARE AGE (to which we have 
been subscribers for thirty years, and 
hope to continue for 130 y wears). fills 
a very large vacancy long felt by the 
hardware trade, and merits the ap- 
proval of all hardware men who think 
well of their business interest. We 
think these two books should be on 
the desk of gvere, hardware man, as 
they are quite a help in keeping pace 
with the markets and buying. It has 
already helped us in findimg head- 
quarters for several things. 

Again thanking ‘you, and with kind 
regards to the whole bunch and Mr. 
Soule, we are, 


Very respectfully, 
HaGeER BROTHERS. 





the recent announcement of new prices. 


Jobbers quote, f.o.b. Cleveland, as fol- 
lows: Flexible rere. No. 1, $3.75 oie 
No. 2, $4.50 each; No. $5. 15 each; No. 4, 
$6.25 each; No. 5, $350" each; Junior racer, 
$5 each; racer, $6 each. The stock dis- 
count on Flexible Flyers is 33 1-3 per cent; 
Lightning Guides for stock and factory 
shipment: No. 19, $13 per doz.; No. 20, 
$14.25 per doz. ; No. 21, $16.50 per doz.; 
re. 22, $18.50 per doz.; No. 24, $27.50 per 
oz. 


TWIN CITIES 


time past in this line. Building per- 
mits so far issued far exceed any pre- 
vious year both in number and amount 
involved. 


Axes.—Sales of axes remain rather 
inactive. There has been a substantial 
reduction in price, which should help to 
stimulate business. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single bit axes, $11.50; dou- 
ble bit, $16.50 per doz., base weights. 

Bolts.—Sales of bolts are showing 
some improvement along with gener- 
ally improved conditions. Prices re- 
main as last quoted. 


We quote from jobbers’ prices, f.0.b. 
Twin Cities: Small carriage bolts, 60-10 
per cent; large carriage bolts, 60 per cent; 
small machine bolts, 60-10-10 per cent; 
large machine bolts, 60-5 per cent; stove 
bolts, 80 per cent; lag screws, 65 per cent. 

Churns.—There is no particular im- 
provement in sales of churns at this 
time. Prices remain unchanged. 


We quote from jobbers’ stock, f.o.b. 
Twin Cities: Belle, barrel type, churns, 
40-5 per cent from list. 


Clipping and Shearing Machines.— 
Some interest is beginning to be shown 
in this line with approach of warmer 
weather. Prices remain as last quoted. 


We quote from jobbers’ stock, a 
Twin Cities: No. 1 Stewart hand ‘clip 
pot Stewart No. 8 hand shearing machin 


mebin Trough, Conductor Pipe and 
Elbows.—Retail demand has not de- 
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Cleveland jobbers quote 6 in. 28 gage 
stove pipe for mill shipment at $3.15 per 
crate and crimped elbows at $1.25 per e 

Stove Boards—Some activity followed 
the announcement of new prices but the 

demand has slowed down. 

Cleveland jobbers quote: 26-in. square 
stove Sap “te at $11 per doz. for wood lined 
and no Se lined; 36-in. square 
boards, ine $14. per doz. for wood lined 

d $8.20 per doz. for paper lined; 20 x 30. 
ine a8 3 boards, $11.65 per doz. for wood 
gg an per doz. for paper lined; 

x 36-in. yp Bm boards, $13.85 per doz. 
for oe lined and $8.55 per doz. for paper 

ned. 

Shovels. — Although manufacturers 
recently advanced prices $2 per doz., 
jobbers have not yet put the new prices 
in effect. Instead they are filling or- 
ders from their stock at the old prices, 
In some cases where stocks of certain 
items have become exhausted, jobbers 
are paying $10.75 per doz. for shovels 
that they are selling to retailers at $10 


per doz. Sales are fairly active. 

Jobbers quote, f.o.b. Cleveland, as fol- 
lows: No. 2 size, 4th grade, $10 per doz,; 
2nd grade, $11.50. per doz.; Ist grade, $15 
per doz. 

Screws.—Screw prices are weak and 
irregular. Cleveland jobbers have made 
another price reduction. 

Jobbers hear wood screws as follows, 
f.o.b. Cleveland: Flat head, bright, 85, 10 
and 10 per cent off list; round head, blued, 
82/2, 10 and 10 per cent off iist; round 
head, michel, 72Y2, 10 and 5& per cent off 


list; round oo brass, 77/2, 10 and 5 per 
cent off lis 


een Machines. — Jobbers are 
still receiving a very satisfactory vol- 
ume of orders for electric washing ma- 
chines, and sales are better than at this 
time a year ago. Jobbers believe that 
prices are now down to a point where 
no further reductions can be expected. 


veloped as yet, but fairly good volume 
of business is expected as soon as 
spring season gets under way. Prices 
are the same. 

We uote from jobbers’~ stock, f.o.b. 
Twin Cities: Eaves trough, 28 ga., 5-in., 
lap joint, single bead, me 50 per 100 ft.; 
3-in. conductor pipe ga., corrugated, 
$4.50 per 100 ft.; aittoeme 3-in., corrugated, 
$1.63 per doz. 

Files.—There is a gradual improve- 
ment in the demand for files. No 
change in prices has been recorded. 

We quote from jobbers’ stocks, f.0.b. 
Twin Cities: Nicholson files, 60-5 per cent; 


Arcade files, 70-24% per cent; Disston files, 
70-10 per cent. 


Galvanized Ware.—The demand for 
galvanized ware continues. to be 
rather inactive, although some im- 
provement is expected shortly. Prices 
remain as last quoted. 

We quote from jobbers, stocks, f.0.b. 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8; hea 
galvanized No. 1, $12; No. 2, $13; No. 
$15; Standard 10-qt. galvanized pails, 
$2.15; 12-qt., $2.35; 14-qt., $2. 70; 16-at. 
stock pails, heavy, $6; 18-qt., $7.35. 

Glass and Putty.—It is too early m 
the season for any praticular retail de- 
“ate to develop. Prices are unchanged. 

uote from jobbers’ stocks, 1.0. 
Twin Cities: Single strength 84 Log 
cent; double strength glass, per cent. 
Putty in 50-Ib. drums, $4.40 per tog 25-Ib. 
drums, $4.55 per cwt. 

Hose.—There is no retail demand at 
this time, nor can any be expected for 
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at least two months. Prices remain as 
first announced. 

We quote from jobbers’ stocks, f.0.b. 
twin Cities: Five-ply, 3.4-in., 1140. per 
ft.; 3-ply, competition hose, 9c. per ft. 

Iee Cream Freezers.—There is prac- 
tically no retail demand as yet and 
prices remain as last quoted. 


We quote from jobbers’ stocks, f.o. 
Twin Cities: At Mountain freezers, 4-q 


$4.13; 8-qt., 

Lawn Mowers.—Prices are given for 
dealers’ information only, as there is, 
of course, no retail demand.this early 
in the season. Prices remain the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Philadelphia lawn mowers, 
styles C and BH, 30 per cent from list; styles 
A and K, 25 per cent from - ¥ Riverside 
ball bearing, te in., $8.35 each 

Milk Cans.—A little more interest 
is now being shown in this line. 
Prices remain as last quoted. 


We quote from jobbers’ stocks, —\. 
Twin Cities: palege d milk cans, 5-gal. 
$2.35 each; 8-gal., $2.90 each; 10-gal., $3.05 
each. 

Nails.—A great deal of interest is 
now being shown in nails for. delivery 
a little later in the season. There has 
been a further decline of 15 cents per 
keg on bright wire nails. 


We quote from jobbers’ stocks f.o.b. 
Twin Cities: Standard wire nails, $3.35 
base; cement coated nails, $2.80 base. 

Paper.—Considerable more interest 
is being shown in building papers at 
this time. Prices are the same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 2 tarred felt, $2.57 per 
ewt.; string felt, $1.42 per cwt.; red rosin 
sheathing, $2.44 per cwt. 

Planters.—There is no retail interest 
in this line at the present time. Prices 
—s stationary. 


ee from jobbers’ stocks, f.0.b. 
Trin Cities: Acme potato planters, $9.75; 
Acme corn planters, $9.75. 


Poultry Netting.—Retail demand has 
not as yet set in, but is expected within 


b. 
t., 


Washington News 
(Continued from page 75) 


Mennen Company, because they would 
be buying for their own retail outlets 
and not attempting to distribute beyond 
that. 


Co-operatives Had No Selling Program 


“‘We found that the co-operatives 
pursued no active merchandising pro- 
gram. They are very largely buyers 
for members of what organization it 
may be or however it may be called. 
The jobber is a selling organization. A 
chain store is a corporation maintain- 
ing various retail sales outlets. Some- 
times they have a warehouse in which 
they buy for these various stores. They 
are organized purely to sell to the con- 
sumer through their own retail out- 
lets. They take care of no wholesale 
distributing function. They just dis- 
tribute to their own stores, and buy for 
that need only.’ ” 

It is needless to say that the whole 
business community will await the final 
determination of these issues by the 
higher court with the liveliest interest. 
Should a decree of the commission in 
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the next few weeks. Prices have not 
changed since the last report. 

We quote from jobbers’ stocks, 

Twin Cities: Hexagon poultry pr B 
per cent from standard lists. 

Rope.—Rope sales continue to show 
a steady improvement, although the 
total volume is not large. Prices re- 
main as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Pure manila rope, 19%c. per 
Ib.; pure sisal rope, 16%c. per Ib 


Sandpaper—Sales of sandpaper con- 
tinue to be quite satisfactory and are 
expected to improve rapidly from now 
on. Prices remain firm. 


We quote from jobbers’ stocks, f.o.b 
Twin Cities: Best grade No. 1, at $7.20 per 
ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 


Sash Cord.—Considerable interest is 
now being shown in sash cord for later 
delivery and for quotations to be de- 
livered with bills of builders’ hardware. 
Prices are firm. 


We uote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per Ib.; or- 
dinary grades, 36c. per Ib. 


Sash Weights.—There is a very 
small volume of business being done 
in this line at present. Prices remain 
as for some time past. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: $2.20 per cwt. 

Screws.—The demand for wood 
screws continues to show a steady im- 
provement. Prices remain as_ last 
quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright screws, 
85-5 per cent; round head blued screws, 
82% per cent; flat head japanned screws, 
717% per cent; flat head brass screws, 80-5 
per cent; round head brass screws, 77% 
per cent. 

Snaths.—There is no retail demand 
at present. Prices remain unchanged. 


We uote from jobbers’ stocks, f.o.b 
Twin Cities: Scythe snaths, $14 per doz.; 
bush snaths, $16.25 per doz. 


Steel Sheets.—A little more interest 


the Mennen case be sustained, it will 
mean a general business reorganiza- 
tion of great significance to producers 
and distributors alike. It is believed 
that every effort will be made to ex- 
pedite the final adjudication of the case. 


Ten Million Dollar Chicago Fire 


Early morning of March 15 saw one 
of the largest fires in the recent history 
of Chicago. The entire business block 
bounded by South Canal, West Van 
Buren, South Clinton Street and West 
Jackson Boulevard was reduced to 
ashes. 

Although the fire was burning over 
forty-eight hours there were still two 
fire tugs and twenty engines pouring 
water into the smoldering mass. The 
elevated structure was put out of com- 
mission, and traffic on the Metropolitan 
Lines was abandoned. About 80- per 
cent of the available fire apparatus of 
Chicago was on the scene. 

Nearly 200 firms were victims of the 
blaze, and over 25,000 people were tem- 
porarily without jobs. The contents of 
the Burlington Railroad Office Building 
were entirely destroyed. D. S. Geiger, 
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is now being shown in steel sheets, 

although the total volume of business 

remains small. Prices are the same. 
We quote from jobbers’ stocks, f.o.b. 


Twin Cities: 28 gage galvanized sheets, 
$5.25 per cwt.; 28 gage black sheets, $4.25. 


Solder.—Sales remain of fair volume 
at. unchanged prices. 


We quote from jobbers’ stocks, f.o.b. 
ra ee: Half and half solder, 23%c. 
per Ib. 


Tacks.—The demand for tacks re- 
mains of very small volume. Prices 
remain stationary. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: American cut, 8 oz., — per 
doz. packages; tinned carpet, § 60c. ; 


blued carpet, 8 oz., 65c.; double polat, 11 
0z., 36c. 


Tin Plate.—The demand for tin plate 
is showing some improvement and 
prices remain unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke, 1CL, 20 x 28, 
$13.55; roofing tin 1C, 20 x 28, 8-lb. coating, 
$13.50. 

Wheelbarrows.—Considerable _inter- 
est is now being shown by contractors 
for this line, although very few actual 
orders have as yet been placed. Prices 
are as last recorded. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Wood stave, fully bolted, $36 
per doz.; No. 1 tubular steel, $6.35 each; 
No. 1 garden, $5.40 each. 


Wire Cloth.—There is no retail de- 
mand for wire cloth at this time and 
prices remain as last quoted. 


We uote from jobbers’ stocks, f.o.b. 
Twin Cities: Black, 12 x 12 mesh, $1.10 Por 
100 sq. ft.; Alumina, 12 x 12 mesh, $2 
per 100 sq. ft. 


Wire.—More interest is being shown 
in wire at this time and sales are im- 
proving. There has been a further 
slight reduction in prices 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, painted cattle, 
80-rod spools, $2.87; galvanized cattle, 
$3.26; painted hog wire, $3.07; galvanized 
hog wire, $3.49; smooth black annealed 
No. 9, $3.20 per cwt.; smooth galvanized 
annealed, $3.70 per cwt. 


hardware dealer at 520 West Van Bu- 
ren St., suffered loss from water and 
smoke. 

Last estimates have placed the official 
loss at $8,000,000, with $3,5000,000 cov- 
ered by insurance. The origin is sup- 
posed to have been incendiary. One 
fireman was killed. This was said to 
be the most destructive, fire since the 
big conflagration of 1871. 


New Booklets Issued 

Abbey & Imbrie, New York City, 
have issued a catalog on fishing tackle 
for 1922. It is said that there are 16,- 
400 items listed in this new booklet. In 
addition to being a complete directory 
for fishing requisites, this new issue 
contains many interesting chapters on 
proper angling methods and other data 
of interest to those who use and sell 
fishing tackle. 





The fifth edition of “A Paint Cate- 
chism for Paint Men,” written by G. B. 
Heckel, has been issued by the Wooster 
Brush Co., Wooster, Ohio. It comprises 
practical definitions on paint materials 
and answers to common questions en- 
countered in selling and using paints. 
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In the Morning’s Mail 








J. G. Hoffman.Heads Buckeye 
Aluminum Co. 


J. G. Hoffman, Wheeling, W. Va., has 
been elected president of the Buckeye 
Aluminum Co., Wooster, Ohio, to fill 
the vacancy caused by the recent death 
of George W. Blake, who was both 
president and treasurer. Robert Blake, 
who has been secretary, was elected 
secretary, treasurer and general man- 
ager. W. R. Curry of Wooster, Ohio, 
was elected first vice-president, and J. 
L. Ellis of Wheeling, second vice-presi- 
dent. Oscar H. Foss has been appointed 
sales manager. 


Charles S. Gallager Retires 


After fifty active years as a travel- 
ing hardware salesman, Charles S. Gal- 
lager has retired. His most recent con- 
nection was with the Union Hardware 
Co., Torrington, Conn. One of his early 
positions was with Miller Bros., Meri- 
den, Conn., whose cutlery Mr. Gallager 
sold for many years. He was later 
connected with Holmes, Booth & Hay- 
den Co., which was merged into the In- 
ternational Silver Co. Later he was a 
member of the firm of Tower & Lyon 
until that firm was succeeded ‘by the 
Union Hardware Co., with whom he has 
been ever since. 

Mr. Gallager is now seventy-eight 
years of age and will enjoy his well 
deserved rest at his home in Montclair, 
N. J. 


American Hardware Co. Elects 


At the annual meeting of the Amer- 
ican Hardware Corporation, New Bri- 
tain, Conn., held recently, officers and 
directors were re-elected, The officers 
are as follows: H. C. M. Thomson, 
president; George T. Kimball, first vice- 
president; B. A. Hawley, C. H. Bald- 
win and C. B. Parsons, vice-presidents; 
I. D. Russell, treasurer; William H. 
Booth, assistant treasurer; A. N. Abbe, 
secretary, and George P. Spear, assist- 
ant secretary. 


Change in Lakeside Forge Policy 


The Lakeside Forge Co., Erie, Pa., 
has announced a change in their sales 
policy. The company will hereafter 
sell direct to the trade instead of 
through selling agents. 


C. A. Shaler Co. to Rebuild 


On Thursday, March 2, the entire 
plant, warehouses and offices of C. A. 
Shaler Co., Waupun, Wis., were de- 
stroyed by fire. All contents, including 
stock, material and machinery, were 
a total loss and only the office records 
and furniture and a few of the most 


valuable patterns were saved. Three 
girl employees lost their lives, but 
miraculously there were no serious in- 
juries. 

The morning following the fire the 
company was functioning in tempo- 
rary offices. Manufacturing is being 
resumed in temporary quarters and de- 
liveries are expected to be made within 
thirty days. Architects are already 
at work on plans for a new factory of 
saw tooth steel construction, work on 
which will be commenced immediately. 


American Display Co. Increases 
Forces 


The American Display Co., Dayton, 
Ohio, has announced that increased or- 
ders for the Stubby Rod and Reel have 
necessitated augmented forces in its 
manufacturing plant. This is one more 
indication of improved business condi- 
tions. 


J. Harvey Williams Honored 


J. Harvey Williams, president J. H. 
Williams & Co., Brooklyn, N. Y., has 
been elected president of the American 
Drop Forging Institute and re-elected 
president of the Brooklyn Chamber of 
Commerce. 


Vorhees Co. to Represent 
Stearns 


W. R. Vorhees Co., San Francisco, 
Cal., will represent E. C. Stearns & Co., 
Ine., Syracuse, N. Y., on the Pacific 
Coast. The sales company will cover 
Idaho, Montana, Utah and Colorado. 


Pratt & Lambert Foreign 
Representative 


J. A. Naud, former representative in 
the Province of Quebec, for Pratt & 
Lambert, Inc., Buffalo, N. Y., will here- 
after have permanent headquarters in 
Paris, France. He will have jurisdic- 
tion over the company’s sales in Bel- 
gium, France, Italy and Switzerland. 


Investigating Accessory 
Conditions 


Harrison H. Boyce, general man- 
ager the Moto-Meter Company, Inc., 
Long Island City, N. Y., and E. V. Hen- 
necke, sales manager, are making a tour 
of the entire country, investigating 
trade conditions in the automotive ac- 
cessory field. 

I. E. Palmer Co., Middletown, Conn., 
has issued its 1922 catalog on ham- 
mocks and hammock accessories. It 
shows the complete line in the natural 
colors and offers the dealer a very fine 
guide for handling this line. 


Greenfield Tap & Die Inaugu- 
rates New Service 


. As part of Greenfield Tap & Die 
Corporation, Greenfield, Mass., service 
to customers, a carefully compiled and 
comprehensive telegraph and cable code 
has just been published. Although the 
code was originally intended for the 
concern’s overseas customers, it is 
equally suited for its domestic friends, 
and will prove the means of materially 
reduced the cable and telegraphic ex- 
pense of those who have occasion to 
order goods by wire. 

The code as now published represents 
several years of work in classification 
of cables sent and received by the home 
office. It is a five-letter code, and is so 
arranged that it can be combined with 
the majority of standard commercial 
codes. The highly technical nature of 
many of the corporation’s products, 
which range from screw plates, taps 
and dies to drills, reamers, gages and 
machine tools, makes it impossible to 
economically describe them by any 
standard code. 

Not only does the new GTD code 
cover every item of manufacture by 
the concern, and the usual features 
relative to orders, quotations and finan- 
cial matter, but also such pertinent 
items as exchange, technical terms of 
the trade, etc. 

The code is included in the new No. 
46A catalog just issued by the Green- 
field Tap & Die Corporation, and is also 
separately bound. 

Coding of orders by the domestic 
trade will not only save words, but will 
insure correct transmission of tech- 
nical specifications, as the code is self- 
checking. 





Lees Button Co. Expands 


The Lees Button Co., 42 Mechanic 
Street, Leominster, Mass., has pur- 
chased the interest of Joseph B Mul- 
ligan, who took over the plant of the 
Chase Steel Wool Co. several years ago. 
The new proprietors are George C. and 
Harold S. Lees. 





Ruhe to Distribute Electro 
Washer 
Francis H. Ruhe, Jr., 37-39 Murray 
St., New York City, has taken over the 
sole sales distribution of the Electro 
Washer made by the Electro Thermo . 
Co., Inc., New York City. 


New Warehouse for India 


The India Tire and Rubber Company, 
Akron, Ohio, has established a branch 
warehouse at 250 West 54th Street, 
New York City. 
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McKINNEY 
Hinges and Butts 
and Hardware 


Also garage hard- 
ware, door hangers 
and track, door bolts 
and latches, shelf 
brackets, window and 
screen hardware, 
cabinet hardware, 
steel door-mats and 
wrought specialties. 








VERY piece of hardware needed 

for the hanging and operation of 

the private garage door, packed com- 

plete in a box—everything from the 
track down to the last screw. 

Your customer picks out the kind 
of garage entrance that meets his par- 
ticular requirements and all you have 
to do is to hand over the box of 
McKinney Hardware which corre- 
sponds to that type. The various kinds 
of doors—swinging, sliding-folding, 
or around-the-corner arrangements— 
are pictured in the McKinney Garage 
Door Hardware Book. A copy of 
this book should be in your store. We 
will gladly send you one free of charge. 

In selling these complete sets there 
are two important points for you to 
remember : 


Here is the hardware in one of the 
McKinney Garage Sets 


First, that it is the most convenient, 
the easiest, the quickest, and the 
most satisfactory method of selling 
garage door hardware. Nothing is 
forgotten, no time is taken up in 
assembling the needed articles. 

Second, that every article in each 
set is of the highest quality— 
McKinney made. You can back 
up these McKinnéy sets with the 
strongest kind of selling talk you 
know of and be altogether on the 
safe side. 

If you are not handling these sets 
now you are missing a good thing and 
so are your customers. Write today 
for the book. It will give you a clear 
idea of the wonderful possibilities for 
you in this line. When you get the 
book, tie it fast to your counter for 
quick reference by your customers and 
yourself, 


MCKINNEY 


Complete Garage Door Sets 
McKINNEY MANUFACTURING CO., Pittsburgh 


Western Office, Wrigley Bldg., Chicago 


Export Representation 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 














Water Power Beater and Whip- 
per 


One of the newest developments in 
household mechanical appliances is the 
“World Beater,” manufactured by the 
World Novelty Co., Elgin, Ill. 

It is a sanitary, mechanical water 
power whipper and mixer, which may 
be attached in a moment to any stand- 
ard kitchen faucet. It operates readily 
with ordinary water pressure and will 








“World Beater” 


develop under such conditions from 
2800 to 4800 revolutions per minute. 

The World Beater consists of a water 
power device located in the top, a tube 
which carries the water to the sink 
level and keeps it away from the con- 
tents of the jar, and the beater itself, 
which extends to the bottom of the 
receptacle, 

It is claimed for the World Beater 
that it not only beats eggs but whips 
cream and mixes batters, and that it 
does so more effectively and more 
easily, permitting a woman to do other 
work in her kitchen while the beater is 
working. Cake and pancake batters, 
salad dressing, gravies and jello de- 
serts can be mixed thoroughly and 
made more appetizing and creamy. The 
vogue of eggnogs, malted milk and 
other drinks has brought a special de- 
mand for home beaters. 

An adapter is supplied with each 
World Beater so that it may be used 
on any kitchen faucet, whether it has 
a screw spigot or not. The jar, if 
broken, may be replaced with any ordi- 


Reading 


nary mason jar; and all metal parts 
are rust-proof. 

The World Beater is just being in- 
troduced on the market and is exten- 
sively covered by patents. 


The Waste Receptacle De-Luxe 


A fast growing appreciation of the 
importance of sanitation in movements 
which make for the promotion of good 
health, is responsible for some interest- 
ing developments in waste receptacles. 
Among the latest developments along 
this line is a device known as Hygeia 
Waste Receiver. 

This product is finished in pure white 
enamel, with working parts of brass 
heavily nickeled. Hygeia consists of a 
frame and a contained pail with cover 
which is instantly attached or detached 
from frame by a simple turn of nickel 
plated thumb screw. 

When attached to frame, cover opens 
automatically by pressure on foot 
pedal. Pail without cover may be re- 
moved instantly by pressure on foot 
pedal. When it is desired to remove 
pail with cover on, a turn of thumb 
screw detaches cover from frame and 
pail with cover intact lifts free. 

The. convenience of the self-raising 
cover is readily apparent, but of equal 
importance is the cover chamber which 
provides for the automatic disinfecting 
of contents of pail. Cotton or other 
absorbent material saturated in any 
standard disinfectant and placed within 
this chamber affords protection against 
contagion and disease, and effectually 
neutralizes all objectionable waste 
odors. 

Hospitals, doctors’ and dentists’ of- 
fices and laboratories, rest rooms of 
public or private institutions constitute 
a field wherein such a device fills a long 
felt want, while in the home it is utili- 
tarian in the nursery, sick room, bath or 


kitchen, and almost every day sugvests 
some new condition or environment 
which constitutes a new use. 

Hygeia waste receptacles are made 
by the Hygeia Can Co., 139 Franklin 
Street, New York. 


New Model F eden Washer 


The Federal Electric Company, 8700 
South State Street, Chicago, IIl., are 
announcing their new 1922 Model Fed- 
eral Electric Washer. This has been 
termed the Model “L,” on account of 

















Federal Washer Model L 


the peculiar mechanism which they 
have adopted for use in this machine, 
the main point of which is the “link 
motion.” 

This link motion is said. to eliminate 
the necessity for complicated  gear- 





Hygeia Waste Receptacle 


matter continued on page 92 
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ichards-Wilco 


Household Hardware 
is a mighty profitable line to handle 








Good will is one of your most important 
assets. Good will is founded largely on 
the reliability of your merchandise. 
When you sell Richards-Wilcox house- 
hold hardware you are.insuring yourself 
against a disappointed, disgruntled cus- 
tomer. And satisfied customers are your 
best advertisement. 





Requests for this catalog are pouring in. Al Y 


You may have a number of prospects mane 

who need it. Why not send in their 

names, or let us send you copies for 

them? Multifold window hardware is, because 
of its many advantages, becoming more 
popular every day. Advertising in na- 
tional magazines, as well as in architec- 
coe tural and contractors’ journals, is con- 
stantly broadening the sales channels—to 
your profit as well as ours. 

This same advertising is also increasing 
sales on R-W house door hangers and 
“Slidetite” garage door hardware—are 
you getting your share? 


©. 
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AURORA, ILLINOIS,U.S.A. 
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RICHARDS-WILCOX CANADIAN CO. l# 
Winnipeg LONDON, ONT. Montreal 
“Slidetite”’ | Sy “ Slidetite” 4 
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trains for reduction purposes, and con- 
sequently, on account of there being so 
few bearing surfaces, reduces the pos- 
sibility of any mechanical trouble to an 
absolute minimum. 

The substitution of a new ball-bear- 
ing wringer is one of the recent addi- 
tions to the Federal machine, and they 
have changed the finish of the machine 
for a new enameled surface, much su- 
perior to anything heretofore used. 

One of the important features of the 
new Federal Washing Model “L” is the 


| 




















Model L Used as a Table 


ease with which the wringer can be re- 
moved from the machine, leaving a flat 
top. The ingenuity of the Federal en- 
gineers has been shown in the adop- 
tion of the very popular porcelain 
enameled table top, with which most 
kitchen tables are now equipped, to the 
Federal washer. It takes about a half 
a minute to remove the wringer, and 
about a half a minute to place on top 
of the washer, a specially designed por- 
celain enameled table top with con- 
venient lugs, which immediately trans- 
forms this beautiful machine into an 
attractive kitchen table of standard 
dimensions (25 x 42). 

s regards the mechanism—all] bear- 
ings are oilless, and the wringer-head 
which houses the wringer reversing 
gears, as well as the gear-box which is 
used to house the few transmission 
gears necessary, is packed in grease of 
an ample quantity to last for years. 
The motor, mechanism and the gear- 
box are all mounted on one convenient 
shelf which is easily removed, if neces- 
sary. Everything is accessible and yet 
securely covered by self-locking cur- 
tain, which removes any possibility of 
danger in any respect. 


New Socket Wrench 
The Eastern Machine Screw Cor- 
poration, New Haven, Oonn., are 
placing on the market a new socket 
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and ratchet wrench set, designed to 
meet the demand for a wrench set pos- 
sessing strength, practicability and 
finished appearance. 

The manner in which the sockets 
are made is one of the features of the 
set. The usual practice to obtain~the 
hexagon is to drill a hole having a 
diameter the same as the measurement 
across the flats and then broach this 
hole to a hexagon. The corners are 
produced by forcing the metal out- 
wards. This sets up strains which can 
only be offset by making the walls of 
the sockets thicker. 

The hole for the hexagon in the H 
& G socket is drilled to diameter of 
the diagonals—the distance from corner 
to corner—a considerably larger hole 
than that used in the broaching process. 
The metal is then drawn in to form 
the hexagon which condenses and 
toughens the metal. 

The head of the socket is a hexagon 
and the various units of the set fit 
over this head, affording better pur- 
chase than that afforded by inserting a 
square hole in the head of the socket. 

The sockets are heat-treated and 
hardened by a_ special three-stage 
process. First, carbonization; second, 
refining; third, hardening. Exceptional 
strength and durability is claimed for 
the sockets. Special care is taken to 
have the sockets fit the nuts accur- 
ately. 

The set is packed in an attractive 
hardwood box with a place for each 
part and consists of ten sockets, an 
adjustable T handle, reversible ratchet, 
extension piece, universal joint milled 
from bar stock, and two screw drivers. 
All of these units are specially heat- 
treated, hardened and finished. A 
drop-forged box wrench, hardened by 
the cyanide process, is also included 
for use where head room is not suffi- 
cient to allow the use of the other 
tools. 

Each female part of the wrench 


attachments has a split screw made 
from spring steel which furnishes the 
proper friction to hold the different 


parts together while in use. 


Fire Protection for the Home 
The Guardian Fire Detector is a new 
device which has just been developed. 


It is the invention of a fire protection 
engineer with many years’ experience, 
who has studied the problem thoroughly 
and worked out a solution satisfactory 
in every way. It has the endorsement 


of the Board of Fire Underwriters, and 
is recommended by many insurance 
companies. 

The Guardian Fire Protector is a 
rugged thermostatic device, which is 
placed wherever there is a fire hazard, 
and connected to a simple alarm bell. 
When a fire starts, the rise in tempera- 
ture in ten seconds is sufficient to close 
the contacts and start the bell ringing. 
After the fire is extinguished the 
Guardian restores itself to readiness 
for the next alarm. The contacts are 
gold and silver, and the operation is not 
affected by dirt or dampness. It may 
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be tested at any time, restoring itself 
automatically each time it operates. 
In the home, a single Guardian may 
be installed in the basement, and con- 
nected to the doorbell. If a fire starts, 
the doorbell rings continuously. In 
stores, schools, factories, etc., as many 
Guardians may be installed as are 
needed to protect the various places 
where fire might originate, and are 
connected to a large alarm bell with its 
own batteries. Annunciators may also 





Guardian Fire Detector 


be used, showing the exact location of 
each Guardian. 

The Guardian Fire Detector is manu- 
factured by I. A. Bennett Electric 
Manufacturing Co., 110-114 West 
Adams Street, Chicago, Ill. F 


Socket Wrench Set 


A-new socket wrench set has been 
brought’ out that fits every bolt and 
nut on practically any car. It is an 
excellent set for the average car owner 
who wants to make his own repairs 
and keep his car in good order. Sockets 
are of drawn pressed steel, thin for 
clearance and strong enough for the 
hardest usage. Each set contains the 
following: Unbreakable ratchet han- 
dle, long extension bar, short extension 
bar, universal joint, offset screw driver, 
thirty pressed steel sockets fitting 
hexagon nuts and bolts of the following 
sizes: 9/32, 5/16, 11/82, %, 13/32, 7/16, 
15/32, %, 17/32, 9/16, 19/82, %, 21/32, 
11/16, 28/32, %, 25/32, 13/16, 27/32, %, 
29/32, 15/16, 31/32, 1, 1-16, 1%, 1% 
inches; three pressed steel square sock- 











Red Devil Socket Wrench Set 


ets to fit %, %, 21/32 inch sizes, and 
one spark plug socket with 29/32 inch 
opening. 

The manufacturers are Smith & Hem- 
enway Co., Inc., Irvington, N. J. It is 
known as the Red Devil Socket Wrench 
Set. 


Reading matter continued on page 94 
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Iron Horse Garbage Pails 
Nest for Shipment 
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—and, being nestable, they save dollars in freight 
charges and storage space. 
Not only that, but they are exceptionally 


well built, from extra heavy galvanized sheets, 


heavily wired, and equipped with heavy ears 
and bails. 


They are built to stand u UP under the rough 
handles which equipment of this type receives. 


There are several styles of IRON HORSE Gar- 


bage Pails and Cans, and a wide variety of 
sizes. May we quote you prices on them? 


HOUUEUUAL!A/MAMHI WILLIAMS ENAMEL 





Nestable, they 
save space 





TWO ITEMS NOW IN DEMAND 


Sprinklers. Exclusive in design, heavy, wired at the top 
and panes. vith wood gripped handles. The last word 

; ina thoroughly durable sprink- 
ler. Made in all sizes. 


Mi 





mg Refrigerator Pans. Extra heavy, 
wired around the top, bottom cor- 
tugated, equipped with drop type | 
handles. Three sizes. Write for prices. | 


NNUAL eg 











Ti 





Have you a copy of our 136-page Catalog No. 921, showing the complete IRON 
HORSE line, beautifully illustrated in color? If not, write for a copy today. 


ROCHESTER CAN COMPANY + Rochester, N. Y. 
Largest Makers of Striétly Quality Metalware in the World 
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Notes of the Retail Hardware Trade 





EAGLE Rock CiTy, CAL.—J. A. Man- 
sergh will, about April 1, open a store 
at 216 South Central Avenue, where a 
stock of the following will be carried, 
on which catalogs are requested: Barn 
equipment, belting and packing, bi- 
cycles, builders’ hardware, building 
paper, crockery and glassware, cut- 
lery, electrical household specialties, 
farm implements, flashlights, fishing 
tackle, garage hardware, guns and am- 
munition, hammocks and tents, heating 
stoves, heavy hardware, home barbers’ 
supplies, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, 
prepared roofing, pumps, refrigerators, 
sewing machines, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, washing machines and wheel 
toys. 

PASADENA, CAL.—The Enterprise 
Hardware Co. has moved to 156 East 
Colorado Street. 

PuEBLO, CoL.—The Robinson-Gard- 
ner Hardware Co. has purchased the 
hardware store of the late Frank S. 
Rainey, and will move the stock to 315 
South Union Avenue. The new owner 
plans on increasing its lines and the 
Fourth Street branch will also be con- 
tinued. 

CALDWELL, IDAHO.—The Clark Hard- 
ware Co. is successor to T. H. Thomp- 
son and R. H. Clark. 

KENDRICK, IDAHO.—The Kendrick 
Hardware Co. requests catalogs on a 
line of implements. 

East DusBuQuE, Itu.—F. J. Schilling 
will occupy the new building he recent- 
ly purchased about Aug. 1. 

ZEIGLER, ILL.—The A. J. Ford Hard- 
ware Co. has commenced business here, 
and requests catalogs on a line of hard- 
ware. 

ASHLEY, IND.—G. L. Carr & Co. will, 
about April 1, open a store here with 
the following stock, on which catalogs 
are requested: Churns, cutlery, flash- 
lights, fishing tackle, gasoline engines, 
guns and ammunition, heating stoves, 
insecticides, kitchen housefurnishings, 
mechanics’ tools, paints, oils, varnishes, 
phonographs, poultry supplies, shelf 
hardware, stoves and ranges, tin shop 
and washing machines. 

FiLorA, IND.—The stock of the Ru- 
droe Hardware Co., was damaged by 
fire. Catalogs and price lists requested. 

SoutH BEND, IND.—Joseph M. Korn, 
109 East Jefferson Boulevard, has taken 
over the stock and business of Samuel 
J. Unger. Catalogs requested on a 
general line of hardware. 


CEDAR Rapips, Iowa.—Ilten & Taege, 
Inc., 210-212 South First St., W., estab- 
lished in business since 1892, has been 
incorporated with a capital of $50,000 
to conduct both a wholesale and retail 
business in barn equipment, bathroom 
fixtures, builders’ hardware, churns, 
cream separators, electrical household 
specialties, flashlights, fishing tackle, 
furnaces, garage hardware, incubators, 
insecticides, paints, oils, varnishes, 
poultry supplies, stoves and ranges, tin 
shop, washing machines and wheel toys. 
Catalogs requested. 


CANTON, Mass.—The Sawyer Hard- 
ware Co. has been dissolved. Business 
will be continued by George F. Sawyer 
without any change in the firm name. 

HOLYOKE, MAss.—The Arrow Hard- 
ware Co. has commenced business at 
480 High Street, where a complete 
stock of the following will be carried: 
Crockery and glassware, cutlery, elec- 
trical household specialties, flashlights, 
kitchen housefurnishings, paints, oils, 
varnishes and glass, shelf hardware. 

CROOKSTON, NEB.—J. L. McMahon 
desires the name and address of the 
manufacturer of the “Faultless Ro- 
tary” sewing machine. 

CRANFORD, N. J.—The A. C. Pike 
Hardware Co., Inc., 8 North Ave., W., 
has been incorporated with a capital 
stock of $20,000 to deal in bathroom 
fixtures, builders’ hardware, building 
paper, crockery and glassware, cutlery, 
electrical household specialties, flash- 
lights, garage hardware, kitchen house- 
furnishings, mechanics’ tools, paints, 
oils, varnishes and glass, prepared roof- 
ing, shelf hardware and stoves. Arthur 
Pike and others are the incorporators. 

Exmira, N. Y.—Gridley, Fuhrman & 
Martin, wholesalers and retailers, have 
suffered a fire loss. 

GOUVERNEUR, N. Y.—Edwin C. 
Leahy, 2 Church Street, successor to 
the R. W. Bush Hardware Co., requests 
catalogs on a general line of hardware. 

LAKE Puiacipy, N. Y.—The Lake 
Placid Hardware Co., Inc., is the new 
owner of the stock of Frank G. Walton. 

SHERMAN, N. Y.—S. H. Skinner will 
move to a new location about May 1. 
Catalogs requested on builders’ hard- 
ware and mechanics’ tools. 

HENDERSONVILLE, N. C.—Sherman’s 
have commenced business on Main 
Street, and will deal in the following, 
on which catalogs are requested: Bi- 
cycles, electrical household, specialties, 
flashlights, fishing tackle, guns and am- 
munition, hammocks and tents, lu- 
bricating oils, phonographs, silverware, 
sporting goods, toys, games and wheel 
toys. 

Eu RENO, OKLA.—The Rector-Herr- 
mann Co., successor to the Owen Hard- 
ware Co., requests catalogs on barn 
equipment, bathroom fixtures, builders*- 
hardware, churns, cream separators, 
crockery and glassware, cutlery, dairy 
supplies, electrical household special- 
ties, flashlights, fishing tackle, garage 
hardware, gasoline engines, guns and 
ammunition, heating stoves, heavy 
hardware, incubators, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, pumps, refrigerators, shelf 
hardware, silverware, sporting goods, 
stoves and ranges and washing ma- 
chines. 

GUYMON, OKLA.—The Guymon Mer- 
cantile Co. has purchased the stock of 


,the Star Hardware Co. The new owner 


requests catalogs on barn’ equipment, 
bathroom fixtures, belting and packing, 
builders’ hardware, building paper, 
churns, cream. separators, cutlery, 
dairy supplies, electrical household 


specialties, farm implements, flash- 
lights, fishing tackle, furnaces, garage 
hardware, gasoline engines, guns and 
ammunition, harness, heating stoves, 
heavy hardware, home barbers’ sup- 
plies, incubators, insecticides, kitchen 
cabinets, kitchen housefurnishings, lino- 
leum and oil cloth, lubricating oils, me- 
chanics’ tools, plumbing department, 
poultry supplies, prepared roofing, 
pumps, refrigerators, shelf hardware, 
silverware, sporting goods, stoves and 
ranges, tin shop and washing machines. 

BROWNSVILLE, PA.—Wolfe & Paul, 
who recently suffered a fire loss, re- 
quest catalogs on automobile acces- 
sories, automobile tires, bathroom fix- 
tures, bicycles, builders’ hardware, 
building paper, churns, cream separa- 
tors, crockery and glassware, cutlery, 
electrical household specialties, farm 
implements, flashlights, fishing tackle, 
furnaces, garage hardware, gasoline 
engines, guns and ammunition, heat- 
ing stoves, heavy hardware, kitchen 
cabinets, kitchen housefurnishings, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, prepared 
roofing, pumps, refrigerators, shelf 
hardware, stoves and ranges, tin shop, 
toys and games, vulcanizing depart- 
ment, washing machines and wheel 
toys. 

LAKE ARIEL, PA.—The Gillett & Davis 
hardware and implement stock has been 
sold to the Lake Ariel Hardware & Sup- 
ply Co., Ltd 

MEADVILLE, PA—The Gill Hardware 
Co., 959 Water Street, has disposed of 
its stock to Baldwin & Welcomer. 

Iroquois, S. D.—E. W. Bottomley has 
sold his hardware stock to C. D. 
Flowers. He will continue to handle 
implements. 

BARTON, VT.—The Barton Hardware 
Corporation has been incorporated with 
a capital of $20,000, to do both a whole- 
sale and retail business. W. R. Moul- 
ton and others are the incorporators. 

Viroqua, Wis.—The Sauer Hard- 
ware Co. has purchased a new store 
building, which it will occupy about 
May 15. 

ParK Fatus, Wis.—The Park Falls 
Hardware Co. is purchaser of the busi- 


-ness of Gotz & Schmidt. 


RIPLEY, TENN.—Julian Belton & Co., 
Ine., are the new owners of the stock 
of the Rice Belton Hardware Co. Auto- 
mobile accessories have been added, and 
catalogs are requested on automobile 
accessories, automobile tires, barn 
equipment, belting and packing, build- 
ers’ hardware, building paper, churns, 
cream separators, crockery and glass- 
ware, cutlery, dairy supplies, electrical 
household specialties, farm implements, 
flashlights, fishing tackle, gasoline en- 
gines, guns and ammunition, harness, 
heating stoves, heavy hardware, home 
barbers’ supplies, incubators, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, plumbing department, pou!- 
try supplies, prepared roofing, pumps, 
shelf hardware, silverware, sporting 
goods, and stoves and ranges. 
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A neat design or an at- 
tractive color scheme 
serves to make a strong 
delivery tag a fine adver- 
tisement in addition. 


STHERN HaRowaAre 
& SUPPLY Co. 
50 W. MITCHE 
LANT 





This neat gummed label 
is invaluable for pricing 
boxes of stock, or the 
goods themselves. It tells 
the story and does stay 
put—because it’s gummed 
the Dennison way. 
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A fine price tag for fine 
merchandise is such @ 
one as shown above. 
Note theadvertising: 
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Making your mark— 
in a way that counts! 


Dennison tags and labels 
for hardware merchants. 


Glance over this page and see what Dennison is doing 
for hardware dealers everywhere. From these samples 


you may find a suggestion for your own business. 


There are marking tags and labels for pricing mer- 
chandise, made in all sorts of shapes, sizes, and colors 
of stock — Whether 


you want a special design to express the individuality 


and printed in any colors of ink. 


of your service, or a simple, type printed layout, we can 
make tags that will give you absolute satisfaction. 
There are fine shipping tags made of stout, durable 
stock. Good tags like these prevent delays and lost 
shipments, that result so frequently when poor tags 
are used. When printed with a fine design they 
possess real yet inexpensive advertising value. 

Then there are address labels, which are gummed so 
that they will stick quickly and securely. Here, too, a 
catchy design is good advertising. 

Samples will be furnished at your request and without 
any obligation. 

We suggest that vou fill out the attached coupon and 
mail it now. 


Your special tag is 
our regular service 


At Top 

Here is an address label 

to stick and planned t 

safe shipments. Fine lab 

simple and ornate are good ad 
vertising 


marking tags like tl are 
1 in st ck, in addition t 


They 
tock 


na th 
There are two shapes : 
sizes, and they come 500 t 
, 

Prices are, from top to b 
No. 133, $5.55 
No. 140, $2.75 
No. 152, $3.05 
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CUT THIS OUT 
and mail at once to Fram- 
ingham for samples, data, 


ete. 


Dennison Mee. Co., Dert. 


Store. Please accept my order for — 
Name... 


Address 





H. A. 3., Framingham, Mass 


Please send me cninniee and pega tags and labels for 
M Stock Price T2 « No 


1 Hardware 
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Improved Electrical Primer 


The new design of the Master Elec- 
trical Primer has been changed so that 
there are no live wires under the hood 
of the car, except when the primer is 
actually in operation—a period of 
approximately seven seconds. This 


Master Electrical Primer 


change has been made in keeping with 
the best electrical practice. The switch 
on the dash now makes electrical con- 
tact and at the same time opens the 
vapor outlet to the manifold, making 
the operation as safe from fire as the 
horn or ignition. Other refinements 
have been made which cause the elec- 
trical resistance coil to produce within 
four seconds a vapor so light and dry 
that it is impossible to dampen the 
fingers with it. 

The Master Electrical Primer is an 
electrically heated vaporizer acting as 
a kind of auxiliary carburetor to effect 
instantaneous starting regardless of 
cold weather or low grade gasoline 
used. It takes the gasoline direct from 
the carburetor, heats it to a dry vapor 
by drawing it over a red-hot electric 
coil and turns it into the manifold. 

It is operated by pulling a button on 
the dashboard. Contact having been 
made and the needle valve drawn from 
it’s seat by the same movement, the 
suction of the motor is nearly all 
applied to the inner chamber of the 
primer. Releasing the button auto- 
matically breaks connection and thereby 
prevents any possibility of draining 


the car battery when the primer is not 
in use. 

The valve needle is made of Monel 
metal—which is far harder than steel 
and rustproof. The resistance coil is 
made of nichrome alloy, recognized as 
the best material for resistance coils. 
The heating coil requires but 24 
amperes—approximately one-seventh of 
the quantity required by a self-starter. 

The Master Electrical Primer is 
standard equipment on the Franklin, 
National, Cunningham, Anderson and 
King cars, also the Henney Funeral 
cars and the Larrabee Deyo Motor 
Trucks (optional). 

It is manufactured by the Master 
Primer Company, Detroit, Mich. 


Handy Device for Motorists 


The Auto Siphon is a new addition 
to the automobile accessory line which 
has recently been placed on the market 
by the American Gas Machine Co., 
Albert Lea, Minn. 

While the Auto Siphon was designed 
for the convenience of motor tourists 
and campers in filling kampkooks 
stoves from the automobile supply tank, 
a great many other uses suggest them- 
selves. 

It is especially valuable to auto 
drivers because it provides a means of 
easily securing gasoline in an emer- 


The Auto Siphon 


gency from any passing car. It is also 
a practical device for filling automobile 
vacuum tanks. The auto siphon comes 
with 30-inch hose. 


New Ford Speedometer 


The new model Corbin-Brown Speed- 
ometer for Ford cars is, in its essential 
features of design and construction, the 
same instrument that has_ received 


Bas a", 


March 23, 1922 


endorsement as equipment of various 
police departments. _ 

The centrifugal principle embodied 
in Corbin-Brown Speedometers for thir- 
teen years is continued in the new line. 
This principle is said to make the Cor- 
bin impervious to sudden atmospheric 


Corbin-Brown Speedometer—Ford Modet 


changes, extremes of heat or cold, or 
electrical disturbances, making it inde- 
pendent of electric lighting systems, 
etc., and insuring accurate registration 
under all conditions of driving. 

One of the outstanding features of 
the new Corbin-Brown is the extreme 
simplicity and speed with which it can 
be installed. All that is necessary to 
attach it to the cowlboard is to cut a 
square notch at the lower edge of the 
instrument board, insert the speedome- 
ter, and attach two screws. Mechanical 
knowledge or special tools are not 
necessary. Full instructions for in- 
stalling are packed with each instru- 
ment. 

The newly developed rectangular 


head flange, when attached to the dash, ~ 


has a finished and attractive appear- 
ance. The flange and cup are finished 
with a black enamel over rustproof 
finish. The cable likewise is rustproof 
and is finished in black to match the 
flange and cup. 

Two exelusively Corbin “extras” are 
available, if desired, at a moderate ad- 
ditional cost—maximum speed hand 
and luminous dial. 











